





FreNATIONAL UNDERWRITER. 








The National W eekly Newspaper of Fire and Casualty Insurance 


April 17, 1959 


63rd Year, No. 16 








Insurance Is Going To Survive, But 


Which Insurer, Which Agency Will? 


By KENNETH O. FORCE 


(Based on talk at Eastern Agents 
Conference, Buffalo.) 


These remarks are confined to one 
or two aspects of the current emphasis 
on marketing which will, as time goes 
on, exert their effects on agents—if 
they have not already done so. For 
example, what kind of agent, and com- 
pany, is apt to survive the competitive 
wars ahead? 

The agent, accused of not selling, 
then of not underwriting, and now of 
doing neither, at least resembles the 
salesman everywhere. Knowing that 
he performs an essential, even major, 


function in the whole pattern of get- 
ting a product to the target it is always 
aimed at, the user or consumer, he is 
seldom wholly satisfied with the prod- 
uct, with the maker of it, or with his 
share of the dollar it creates. 

But the agent always has been, to a 
greater or lesser extent, critical of the 
companies, of the coverages, and of 
commissions. 


List Of Criticisms 


Presently, when certain companies 
are attempting to adjust certain com- 
missions downward; when for the same 
reasons many companies are studying 
every process and procedure, in and 
out of the company, to get its costs 


down so it can compete or, even, sur- 
vive; when many companies are’ can- 
celling business and agencies to keep 
their operation afloat; when insurers 
are planning major changes in pricing, 
sales promotion and production to 
meet competition—the criticisms by 
the salesmen of the manufacturer have 
grown in intensity and acerbity. 
Companies are criticized for acting 
independently and for acting in con- 
cert; for cutting commissions and for 
not writing business, or both; for 
broadening coverages and for restrict- 
ing coverages; for paying too many 
claims generally and for not paying 
these claims specifically; for paying 
(CONTINUED ON PAGE 22) 





Insurance Groups 
Are Ranked By 
Premium Volume 


The 114 insurance groups writing 
fire and casualty insurance in the U. S. 
are listed below in order of total 
premiums written. The compilation 
was made by the Argus Chart depart- 
ment of the National Underwriter Co. 
This ranking of groups is one of the 
popular features of the Argus Fire 
Chart. 

Premiums are on the basis of net 
premiums written, exclusive of life 
business. The left column shows the 
ranking of the group, on total premi- 
ums, in 1957, and the second column 
gives the ranking in 1958. 








R Total Premiums 
57 "58 Written 

1 ee ene $777,316,259 
2. Wi MN TEI i secinntcssesseoresaiateaa’ 613,166,707 
3. 8. America Fore Loyalty .... 517,508,054 
4. 4. Hartford Fire oo... 427,474,208 
5. 5. State Farm Mutual ... 399,847,970 
8. Se ID enciisinsrsrrsieniiinns 375,647,228 
% 7. North American .................. 352,156,548 
6. 8. Continental-National ........ 338,588,078 
9. 9. Liberty Mutual ........0.00........ 329,766,601 
OE OS Sree 250,346,818 
2. 11. Home 230,612,707 
ae ee 230,512,311 
ll. 13. Royal-Globe _............ .-. 221,579,407 
14. 14. James S. Kemper .. 196,875,382 
WH. 15. American oo... 166,577,799 
19. 16. Nationwide Mutual 165,940,503 











21, 1%. Farmers of Los Angeles .... 160,560,322 
18. St. Paul F.&M. wo. 149,140,217 
eS ae 145,446,801 
12. 20. Great American 20.0.0... 144,871,193 
16. 21. General Motors .......... .. 143,136,992 
22. 22. Employers Liability .......... 140,716,838 
23. General of Seattle .... 135,415,834 
24. Crum & Forster 2.00... 117,813,590 
25. Employers Mutuals, Wis. .. 116,692,393 


Trans-America 













27. General Accident .... 

Phoenix-Connecticut 
Hardware Mutuals, Wis. .. 90,535,885 
New Amsterdam 87,593,743 
Swiss Reinsurance .............. 85,580,454 
. Springfield F.&M. ............... 84,035,272 
Chubb & Son 83,302,856 
a ae 82,888,922 
American Mutual .............. 81,199,939 


Standard Accident .... 
Commercial Union 
Ohio Casualty 
- Reliance 








FPSSSERERSAKBSSRABERS: 


PSSRASKERSESSS 


57,374,697 
- American Casualty ............ 53,126,359 


(CONTINUED ON PAGE 37) 
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Newly elected officers of Eastern Agents Conference at the annual meeting 
at Buffalo. From left are William J. Graul, Allentown, Pa., secretary; Frank J. 
Lowrey, Pawtucket, R. I., treasurer; William A. d’Espard, Washington, D. C., 


2nd vice-chairman; Arthur L. Schwab, 


Staten Island, N. Y., Ist vice-chairman, 


and Valmore H. Forcier, Danielson, Conn., chairman. 





Settle Claims Against 
British Insurers In ICT 
Case For $100,000 


AUSTIN— An agreed judgment for 
$100,000 has been entered in district 
court at Austin by 21 British com- 
panies in settlement of a claim against 
them in the case of C. H. Langdeau, 
receiver for ICT Ins. Co., vs BenJack 
Cage et al. 

The 21 British companies, including 
Lloyds, were among 141 defendants in 
a $15 million recovery suit filed last 
June. The amount claimed against the 
British companies was $206,000, with 
the claims arising out of reinsurance 
agreements made by the Cage com- 
panies with the British insurers. 

Cecil C. Rotsch, counsel for Mr. 
Langdeau, pointed out that the re- 
ceiver was faced with many legal dif- 
ficulties, including the question of 
whether the British reinsurers could 
be compelled to appear in a Texas 
court without having the matter first 
litigated in Great Britain. 

Mr. Rotsch said that negotiations are 


Pacific Indemnity Adopts 
safe Driver Plan With 


Waiver Provision 


Pacific Indemnity is adopting the 
National Bureau safe driver plan on 
new and renewal auto policies in Cali- 
fornia as of May 1, but with one ex- 
ception—the charge for a “no fault” 
accident will be eliminated under cer- 
tain conditions. Completion of the re- 
gular safe driver plan application will 
be required, but the applicant may 
request waiver of the point charges for 
“no fault” accidents by completing a 
supplementary application form. 

If the applicant can satisfy the con 
tions called for in this supplementary 
form, no points will be assessed for the 
described accidents. 





under way with other groups among 
the remaining 120 defendants and that 
settlements “possibly will be made” 
with some of them. 


Home has appointed William J. 
Schuldt claims manager at Chicago. 


McHugh Offers 
Adumbration Of 
Anti-Trust Inquiry 


Tells Zone 5 Trend Is Away 
From Federal Regulation But 
Tackles Bureau Rating Hard 


The trend is away from federal reg- 
ulation of insurance, Donald P. Mc- 


Hugh, counsel of the Senate anti- 
trust and monopoly subcommittee 
which is investigating the business, 


told Zone 5 of National Assn. of In- 
surance Commissioners at its meeting 
in White Sulphur Springs, W. Va. 

However, he added, it is appro- 
priate, in the light of changing cir- 
cumstances and in view of the statu- 
tory scheme of rate regulation evolved 
by the states, for Congress to expect 
rating bureaus to make an adequate 
justification for continuing all the 
functions they now exercise. He ana-- 
lyzed the purposes behind the latest 
questionnaire sent by the subcommit- 
tee to state commissioners and ob- 
served that it included inquiries to 
determine how effective regulation is 
of mail order business. 


Mr. McHugh suggested that per- 
(CONTINUED ON PAGE 14) 


Wis. Seeks Authority 
Over Blue Cross 


The Wisconsin department has issued 
a 120 page report on Blue Cross and 
Blue Shield in which the argument is 
put forth that unless the legislature 
grants the department power to regu- 
late these plans the courts will have 
to decide disputes. 

Commissioner Rogan said the report 
Was prepared when it became apparent 
that the legislature would be asked to 
settle a fight between Biue Cross and 
the State Medical Society of Wisconsin. 
Blue Cross has asked that a law be 
enacted to prohibit the medical society 
from selling hospitalization insurance. 


Cities Regulation Exemption 


The department report says the ef- 
fect of current state laws governing 
Blue Cross and Blue Shield is to 
exempt them from regulation. “The 
recent charges and confusion in the 
minds of thousands of subscribers 
which resulted from the uncontrolled 
administrative separation of Blue Cross 
and Wisconsin Physicians Service could 
have been eliminated had adequate 
regulation existed,” the report states. 

While it is asserted that the various 
Blue Cross-Blue Shield plans are ef- 
ficient and well managed, it is said 
they are “susceptible to abuse and 
over-utilization in certain areas be- 
cause of the nature of their operation. 
Certainly efforts should be made, and 
made immediately to resolve the main 
issue of who is going to control the 
practice of medicine—the physicians 
or the hospital. And it should be decid- 
ed in favor of what is in the best in- 
terests of the consumer—the subscriber 
or patient—not the doctors or hospi- 
al.” 
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Ways Agent Can Add To Income As 
Competition Forces Pay Adjustments 


The future of agency income was 
discussed at the annual meeting in 
Syracuse of Mutual Agents Assn. of 
New York State by a number of panel- 
ists. Four of them, however, partici- 
pated by telephone from various parts 
of the country. William N. Woodland, 
manager of Mutual Fire Insurance 
Assn. of New England, was moderator. 

Telephone participants were Milton 
L. Baier, president of Merchants Mu- 
tual of Buffalo; Joseph P. Craugh, 
president of Utica Mutual; N. C. Flan- 
agin, president of Kemper companies, 
and Kenneth O. Force, executive editor 
of THE NATIONAL UNDERWRITER. 

“If I did not feel that, as a company 
employe, I have just as vital an inter- 
est in the future of agency income as 
any agent, I would certainly have no 
part of this sensitive subject where it 
will be almost impossible to avoid 
stepping on somebody’s toes in the 


limited area fixed for comment,” Mr, 
Baier said. “But I think this subject 
concerns me and every other executive 
of an agency company just as much as 
it does the agents.” 


Agent Income Geared To Sales 


He said he would like to see every 
agent’s income increased. Agency in- 
come is geared directly to agency 
company sales. If the companies and 
agents don’t sell, there will be no 
commission for the agents and no 
salaries for company employes. 

In the face of this joint interest in 
the maintenance of sales, there ought 
to be 100% harmony between compan- 
ies and agents, he said. But there is not. 
California agents resorted to legal 
action and New York agents to legis- 
lative maneuvers. Success in either 
state would put a restraint on only the 
agency companies. With a good share 


of the best business already lost to the 
direct writers, whose only cost ad- 
vantage is in acquisition, some well 
meaning agents are willing further to 
hobble agency companies in their race 
with the direct writers. 

Mr. Baier said he was not in favor of 
cutting commissions as the salvation 
of the situation. But in the present 
circumstances the imposition of a legal 
restraint which would prevent agency 
companies from saving themselves 
against competition would be a funda- 
mental error. 


Freedom To Maneuver 


If agents and agency companies are 
to survive, there must be complete 
freedom to maneuver against the com- 
mon competitor, the direct writer. The 
premium differential must be reduced. 
Most persons will pay a modest extra 

(CONTINUED ON PAGE 34) 





]. H. Bibby Elected 
Chairman Of AIA 


At its annual meeting, American 
Insurance Assn. elected J. Harry Bibby, 
executive vice-president U.S.F.&G., 
chairman; Clarke Smith, U.S. manager 
and president Royal-Globe, vice-chair- 
man, and W. M. Kearns, general at- 
torney Sun, treasurer. John F. Neville 
was renamed secretary. 

Newly elected to the general com- 
mittee were Employers Liability, 
Home, Phoenix of Hartford and St. 
Paul F.&M. Other members are Aetna 
Casualty, America Fore Loyalty, Crum 
& Forster, Hartford Fire, Maryland 
Casualty, North British and Reliance. 


Whitney Is Named 
Mass. Commissioner 


Democratic Gov. Furculo of Mass- 
achusetts has appointed Otis M. Whit- 
ney, a Republican, insurance commis- 
sioner. He succeeds Joseph A. Humph- 
reys who continued to serve after his 
term expired Jan. 31. Mr. Whitney’s 
term will run until Jan. 31, 1962. 

In 1951, Mr. Whitney was appointed 
commissioner of public safety by for- 
mer Democratic Gov. Dever who also 
named him a brigadier general of the 
national guard. He was promoted to 
major general by Gov. Furculo in 1957. 
He was a member of the Massachusetts 
house and was elected to the governor’s 
executive council in 1956 to fill a va- 
cancy. He also commands the state 
police. 


Conn. Rejects Pro Rata 


Homeowners Cancellation 


A supplemental filing in Connecti- 
cut by Multi-Peril Insurance Confer- 
ence to permit pro rata cancellation 
of outstanding homeowners policies to 
be replaced by the new forms has 
been turned down by the department. 

Connecticut. Assn. of © Insurance 
Agents opposed the filing and asserted 
that such cancellations would create 
confusion in bank escrow accounts and 
possible hardship for mortgagees. 

Hartford Assn. of Insurance Women 
will hear Robert Curtis of Travelers 
discuss the new homeowners policy at 
the April 21 meeting. 





C. E. Magnusson New 


Minn. Commissioner 


Gov. Freeman has appointed Cy- 
rus E. Magnusson as Minnesota in- 
surance commissioner succeeding 
Cyril C. Sheehan who has served 
since 1953. 

Mr. Magnusson, who took over his 
duties April 15, is a graduate of the 
University of Minnesota and operat- 
ed an insurance agency at Two Har- 
bors, Minn., before becoming ex- 
ecutive secretary to Gov. Freeman. 
He also served four terms as mayor 
of Two Harbors. 


Minn. A&H Assn. Readies 


Agenda For Annual Parley 

ST. PAUL—“Selling the Better Buy- 
er” will be the topic of a sales panel 
at the annual convention of Minnesota 
Assn. of A&H Underwriters here April 
23-24. 

Presiding over the panel will be 
L. V. Randall Jr., Monarch Life. Mem- 
bers of the panel will be Robert N. 
Sandison, Massachusetts Protective; 
Walter Fesenmaier, North American 
Life & Casualty, New Ulm, and James 
Rustad, Business Men’s_ Assurance, 
Rochester. 

At a luncheon the second day the 
speaker wll be Gail Shoup, president 
International Assn. of A&H Under- 
writers. Others on the program are 
Bruce Gifford, managing director of 
the international; Rollie Slotten, Inter- 
State Assurance, Des Moines; Harold 
Peterson, American United Life, Indi- 
anapolis. 











La. Candidate | Says 


Hayes Should Resign 


C. Joseph Blanchard of New Orleans, 
candidate for insurance commisioner, 
has declared that the present commis- 
sioner, Rufus Hayes, should either re- 
sign or quit practicing law. 

“Hayes cannot represent the insur- 
ance companies in.a legal capacity on 
one hand and regulate them as com- 
missioner on the other,” said Mr. 
Blanchard. “And when I am elected, I 
will get out of the insurance agency 
business in order to remove any con- 
flict of interest which might arise.” 


Five Are Promoted 
By National Fire 


Assistant Secretaries H. L. Arnold 
and R. L. Breeding of National Fire 
have been promoted to secretaries, and 
F. H. Cooke and J. M. Gaskell have 
been made assistant secretaries and 
E. F. Clark assistant controller. 

Mr. Arnold has been in fire under- 
writing and brokerage at National 
Fire’s home office for virtually his 
entire business career. He joined the 
company in 1920, became superinten- 
dent of brokerage in 1946 and was 
elected assistant secretary in 1957 with 
supervision over fire and allied lines 
underwriting and brokerage in the 
eastern department. 

Mr. Breeding joined National Fire 
in 1954 as marine supervisor at New 
Orleans. He was promoted to marine 
superintendent at the home office in 
1956, and subsequently was advanced 
to marine manager, then to assistant 
secretary, supervising marine-multiple 
peril operations. 

Mr. Cooke joined National Fire at 
Boston as marine supervisor in 1954. 
In 1957 he went to Hartford as agency 
superintendent in the marine-multiple 
peril units. 

Mr. Clark has been with National 
Fire since 1937 and has served in ac- 
counting and auditing capacities. In 
1952 he was made chief auditor, and 
more recently his duties have entailed 
assistance to the controller. 

Mr. Gaskell joined National Fire at 
the home office as marine loss super- 
intendent in 1952. In 1957 he was 
made superintendent of the loss-claim 
department. 


Compulsory Auto Bill 


Is Defeated In Wis. 


MADISON, WIS.—A _ compulsory 
automobile insurance bill, introduced 
in the Wisconsin assembly by Rep. 
Belting of Beloit was defeated after 
opposition voiced by insurers, the 
state motor vehicle department and 
insurance department spokesmen. 


Winston-Salem (N. C.) Assn. of Mu- 
tual Insurance Agents elected D. El- 
wood Clinard president, Clyde Gobble 
vice-president, and Robert Jeffords 
secretary and treasurer. 
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D.C. Agents View 
Competitive Edge 
Of Agency System 


Forcier Warns Of Fifth 
Column In Ranks; Agents, 
Company Groups Back Meet 


By JOHN N. COSGROVE 


WASHINGTON Independent 
agents have the choice of getting ul- 
cers or giving them to the competi- 
tion, Valmore H. Forcier, Danielson, 
Conn., member of the executive com- 
mittee of National Assn. of Insurance 
Agents, declared at District of Colum- 
bia I-Day. He sounded the keynote of 
the meeting in his luncheon address 
by emphasizing the competitive ad- 
vantages of independent agents and 
urging their exploitation. 

The crowd of more than 200 was 
brightened by a liberal contingent 
from Insurance Women’s Club of D.C, 
which joined the D.C. association this 
year in sponsoring the affair. Other 
first time co-sponsors were Insurance 
Managers Assn. of D.C., Greater Wash- 








ington Insurance Field Club and DC, © 
Claims Managers Assn. Council. This | 


broad sponsorship set the tone of the 
meeting which concentrated on com- 
pany-agent cooperation. 

Carl A. Anderson advanced to pres- 
ident to succeed Charles R. Barker 
Jr., and H. T. Beuermann, chairman 
of this year’s I-Day, was named lst 
vice-president to move into line for 
the top job next year. Ralph W. Lee 
III was elected 2nd _ vice-president, 

(CONTINUED ON PAGE 31) 


1959 Time Saver For 
A&S Is Published 


The 1959 Time Saver for accident 
and sickness insurance, the annual 
reference book of policy information 
for agents, has been published by the 
Accident & Sickness Bulletins of the 
National Underwriter Co. It contains 
1,010 pages and its price is $6.50. 

The book, now in its 36th edition, 
describes the commercial, non-cancel- 
lable, and guaranteed continuable poli- 
cies and riders being issued by nearly 
100 companies, and reflects the devel- 
opments in these coverages in the 
highly competitive A&S field. The 
descriptions contain contract exclu- 
sions and give premiums for all ages. 

Included are policies that have been 
announced in the past year in the 
activity among the companies to meet, 
competitively, the needs for broadened 
coverages, and to provide guaranteed 
hospitalization for older ages. During 
the year, additional leading companies 
have offered guaranteed lifetime cov- 
erages in hospital and surgical policies. 

In income protection, the new book 
reflects the continuance of another 
important trend—in guaranteed cover- 
ages for long-term disabilities. There 
are also additional guaranteed con- 
tinuable major medical coverages, in 
which the over-all trend has been 
toward the availability of increased 
benefits. 

Supplemental information in the 
Time Saver includes brief descriptions 
of disability provisions in life insur- 
ance policies of some 170 companies. 
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A Plan 
for Men who 


Me 


Three major principles have governed The 
Employers’ Life entry into the business. Salability, 
simplicity, and liberality of policy portfolio, policy- 
owner benefits, and Agent compensation give The 
Employers’ Group Agent a ‘“‘New Approach to 
Life”’ for his clients. 

As a tangible example of our new Approach, the 
sales aid illustrated above is streamlined, pocket- 
sized and complete as to rates, quick quotation page, 
and simplified application. 

Maximum effectiveness with minimum time spent 


...a new approach to Life 







will be the end result for the Man with the Life Plan. 

If you are an Agent who is looking ahead . . . an 
Agent who plans, why not see for yourself The 
Employers’ Life complete and competitive portfolio, 
new and exclusive policy contracts, unusual and 
liberal features. The entire program has been designed 
to make it easier for the Agent to sell and easier for 
the prospect to buy. Of course, a special invitation is 
extended to Agents now representing The Employers’ 
Group . . . one of the few nation-wide, full-line Life 
and Property carriers. 


sig Employers Life ‘* 


INSURANCE COMPANY OF AMERICA 


EXECUTIVE OFFICE: 


110 MILK STREET, BOSTON 7, MASSACHUSETTS 


ONE OF THE EMPLOYERS’ GROUP OF INSURANCE COMPANIES 














Agenda Prepared For 
Zone 3 Rally Of NAIC 


The agenda for the Zone 3 meeting 
of National Assn. of Insurance Com- 
missioners at Louisville May 3 and 4 
has been completed. 

On May 3, Sunday, there will be 
registration, meeting of the rate de- 
puties and an informal reception and 
buffet dinner. 

The next morning will open with a 
breakfast for the commissioners, a 
welcome from Gov. Chandler and 
Mayor Bruce Hoblitzel of Louisville 
who is a local agent. The response will 
be by Larson of Florida. 

Items up for discussion include: 1. 
Should qualified rate men be included 
on convention examinations, and 2. 


PeNATIONAL UNDERWRITER 


Sales techniques of life insurance. John 
T. Acree, president Lincoln Income 
Life, will be toastmaster of the recep- 
tion that evening, and the main speaker 
will be Commissioner Palmer of Indi- 
ana. 

The next day will include a business 
session at which there will be a discus- 
sion of standardization of policy con- 
tracts in rate making by W. F. Simp- 
son, assistant attorney general of Ken- 
tucky. 


New Continental Casualty Office 
Continental Casualty has opened a 
branch office in Houston, and appointed 
Thomas W. Price manager. 
Mr. Price spent five years in sales 
and A&S underwriting in the home of- 
fice and Wisconsin service office. 








Write TODAY for a valuable 
agency appointment 


HOLYOKE 


FIRE 





INSURANCE COMPANY 


SALEM, MASSACHUSETTS » FOUNDED IN 1843 


Two-way Protection 
with the HOLYOKE MUTUAL 


Like a weathertight umbrella, Holyoke 
Mutual’s insurance gives your cus- 
tomers full coverage! And, like a pair of 
rubber boots, the Holyoke Mutual helps 
you duck the effects of a rainy day! 
Fact is, the Holyoke Mutual does more 
than protect your client. By writing the 
most wanted policies — by doing busi- 
ness in a prompt, courteous and depend- 
able way—the Holyoke Mutual backs 
you with the kind of service that builds 
good will and assures good business... 
And this, too, is protection! 





Ill. A&H Assn. Slates 
Sales Congress May 14 


The annual sales congress of Illinois 
Assn. of A&H Underwriters is sched- 
uled for May 14 at the Pere Marquette 
Hotel, Peoria. 

Speakers will be Vaughn Woodruff, 
deputy director of the Illinois depart- 
ment; Leon L. Tracy, Bankers L.&C.; 
Rollie Slottan, Inter-State Assurance; 
John Gaule, Mutual Benefit H.&A., and 
Charles Stump, Illinois Mutual L.&C. 

The state board meeting and election 
of officers will be held the preceding 
day. 


St. Paul F.4M. Names 


Two In Minnesota, Ohio 


St. Paul F.&M. has appointed Lyndon 
Cowell special agent for suburban St. 
Paul. With the company since 1937, 
he has been assistant superintendent 
of the multi-peril department. 

Donald Nord has been named special 
agent at Cincinnati. 


Robertson In Ind. Field 


W. W. Robertson has joined Agri- 
cultural as inland marine special agent 
for Indiana, eastern Ohio and southern 
Michigan. He will work out of In- 
dianapolis. For the past four years he 
has been inland marine special agent 
in southern Indiana for North America. 


Ia. A&S Men Set Meeting 

Iowa Assn. of A&H Underwriters 
will hold a sales congress in Des 
Moines, April 17, 9 a.m. to 4 p.m., at the 
Savery Hotel. 


Cal. WC Bill Advances 


The California house has passed a 
bill which, if passed by the senate and 











Bonds and Burglary 

Fire and Inland Marine 
Accident and Health 
Casualty and Liability Lines 
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PEERLESS 


€ An Od new tngiana Corps 





New England's early silversmiths brought 
with their crafts to the Colonies a tradition 

of public responsibility and integrity that has 

become a hallmark of New England enterprise. 

Peerless Insurance Company is proud of its rich 
New England heritage, and continues in the spirit 
of this tradition to provide Independent Agents 
with a portfolio of modern multiple-line coverages in 

the Bond, Fire, Accident & Health, and Casualty fields. 
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A Multiple Line ¢ 


Keene, New Hampshire 
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approved by the governor, will exteng 
workmen’s compensation benefits to 
all California farm workers. If passeq 
by both houses it is expected that Goy, 
Brown will approve it. 

There are a number of other bills 
in the legislature affecting insurance 
but on which there has been little ac. 
tion to date owing to activities on new 
taxes, water problems and reorganiza. 
tions of certain state departments. One 


of these bills would consolidate the | 


insurance, corporation, banking and 
real estate departments into one, 


Chicago Claim Assn. 
Holds Panel On 
Professional Group 


There is nothing especially new 
about professional group insurance, 
but highly significant is the extent to 
which it is being written lately. This 
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was the opinion of Edward Finnernan, | 


National Casualty, as he introduced 
and moderated a panel to discuss this 


-_ 


type of insurance before the April | 


meeting of Chicago Claim Assn. 

Consisting of William Hechler, Pro- 
vident Life & Accident; Robert Pob- 
locki, Lumbermens Mutual Casualty; 
John Curry, Washington National, and 
William Cooley, Continental Casualty, 
the panel delved into the underwriting 
claims and competitive aspects of pro- 
fessional group. 


Fixing Income Is Problem 


One real problem of the disability 
underwriter is deciding exactly what 
the income of the professional man is, 
With no fixed income, 


en mare 


professional — 


people like doctors are often necessar- | 


ily vague about this point. 


As to duplication of coverage, it was 
generally agreed by the panel that | 
most companies insure an applicant, | 
no matter how much other insurance | 
of the same kind he has, as long as he | 


is eligible. This is one of the hazards 


of professional group, but competition | 
is so keen no company really wants to | 


turn an applicant down. Doctors carry 
more excessive coverage than any oth- 
er group. Excessive cases, however, 


are held to a minimum because of the | 


premium factor. 
A single payment claim settlement 


is often advantageous inasmuch as it | 


eliminates the necessity for a reserve. 


But many claimants, not trusting their | 
own budgeting, insist on weekly or | 


monthly checks. 

Impartial medical reports are often 
sought on a group of doctors. One 
member of the audience said he found 
this statement “intriguing” and he 
wondered whether it was possible. Mr. 
Poblocki said that in his experience it 
was possible. 


The May meeting of the association | 


will be held on the 13th. The golf out- 
ing is scheduled for June 12 at St. 
Andrew’s Country Club. 


Minn. Legislature Studies 
Mail Cancellation Methods 


ST. PAUL—One of the last insur- 
ance bills passed by the lower house 
of the Minnesota legislature requires 
insurers to use registered return-re- 
ceipt mail when cancelling auto insur- 
ance policies. The senate had ap- 
proved a measure allowing the insur- 
ers to use any form of mailing which 
would give them a record of having 
placed the cancellation notice in the 
mail. 

The return receipt provision was 
proposed so that insured would be 
protected by having to sign the receipt 





SR 


before the cancellation would become — 


effective. 
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Miller Executive 
V-P, Glibert V-P Of 
Maryland Casualty 


H. Ellsworth Miller, vice-president 
in charge of claims for Maryland Cas- 
ualty, has been promoted to the newly 
created post of executive vice-presi- 
dent. Joseph F. Glibert was named 
vice-president in charge of the invest- 
ment division and Souil W. Garner 
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1935 as an attorney. He was appointed 
chief claims attorney in 1950 and 
elected vice-president in 1954. As ex- 
ecutive vice-president, he will have 
broad administrative responsibilities. 

Mr. Glibert joined the company as 
an assistant treasurer and investment 
analyst in 1954 after five years’ prior 
experience as an investment counsellor 
with a New York bank. 

Mr. Garner began with the company 
as a clerk in 1922, and later was 
cashier and then managing accountant 
in the treasurer’s division. He has been 
assistant treasurer since 1945. 





H. Ellsworth Miller Joseph F. Glibert 


was elected treasurer of the company. 
Mr. Miller joined the company in 
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Fifty-cighth Annual Statement 


INSURANCE COMPANY 


December 31, 1958 





DIRECTORS 


HENDON CHUBB 
Chairman of the Board 


ARTHUR M. ANDERSCN 
Director and Member of 
Executive Committee 


J. P. Morgan & Co. Incorporated 


HOWARD S. BUNN 
President 
Union Carbide Corporation 


PERCY CHUBB 2ND 
Chubb & Son 


RICHARD B. EVANS 

President 

The Colonial Life Insurance 
Company of America 


Emory S. LAND 
Vice Admiral 
United States Navy (Retired) 


Lewis A. LAPHAM 
President 
Grace Line Inc. 


NATHAN MOBLEY 
Chubb & Son 


EDMOND J. MORAN 

President 

Moran Towing & Transportation 
Co., Inc. 


RICHARD D. NELSON 

Executive Vice President 

The Colonial Life Insurance 
Company of America 


J. RUSSELL PARSONS 
Chubb & Son 


Junius L. POWELL 
Chubb & Son 


FREDERICK A. O. SCHWARZ 
Davis Polk Wardwell 
Sunderland & Kiendl 


BERNARD M. SHANLEY 
Shanley & Fisher 


HOWARD C, SHEPERD 

Chairman of the Board 

The First National City Bank 
of New York 


ARCHIE M. STEVENSON 
Chubb & Son 


LANDON K. THORNE 


HAROLD T. WHITE, JR: 
White, Weld & Co. 





ASSETS 





United States Government Bonds . . . .$ 57,806,251 
aes 3 we 31,151,284 
Preferred and Guaranteed Stocks ... . 5,478,140 
Gomieeon Sieeks.... . 3s. . ns ws ws RIO 
Stock of Vigilant Insurance Company . . . 14,497,549 
Stock of Colonial Life Insurance Co. . . . 4,533,198 
RT ee oe Ss ee ae a er 9,628,564 
Premiums not over 90 daysdue . . . . 3,230,896 
og Ee ee ee ee ee ee 5,331,191 
TOTAL ADMITTED ASSETS. . .« « « - 





$196,773,199 


LIABILITIES 
AND SURPLUS TO POLICYHOLDERS 


Unearned Premiums . $ 43,214,484 











Outstanding Losses and Claims . . . . . 29,548,911 
Dividends Payable . . . . . « « « « 1,543,958 
Temes and Expenses. . . 2. . + + « 6,342,993 
Funds Held Under Reinsurance Treaties . . 3,063,579 
Non-Admitted Reinsurance . . . . . 5,145,531 

TOTAL LIABILITIES. . .« « « « « + 88,859,456 
Capital Stock. . . « 5 © «© © « «© « 82,352,664 
Rk ee ee ae ce ae 50,514,272 
Unrealized Appreciation of Investments . . 45,047,807 

SURPLUS TO POLICYHOLDERS . . . 107,913,743 





TOTAL «© © 6 © 8 &« «© © © » « BOGG 77S 








Investments valued at $6,899,529 are deposited with government authorities as required by law. 





CHUBB & SON, Managers 
90 John Street, New York 38, N. Y. 





Ocean and Inland Marine 
Transportation ¢ Fire and Automobile + Fidelity + Surety + Casualty 





Aviation Insurance through Associated Aviation Underwriters 











April 17. 1959 _ 4 


Government Impact 
On A&S To Be Subject 
Of HIA Annual Panel 





The annual meeting of Health In- | i 


surance Assn. at the Bellevue-Strat- | 
ford Hotel, Philadelphia, May 4-6, wil] | 
feature three panels, the first of | 
which, moderated by John A. Henry, | 
vice-president and general counsel] | 
Continental Casualty, will deal with 
the impact of government on health 
insurance. 

Other panel members are Milton A. 
Ellis, Metropolitan Life; Joseph F. 
Murphy, America Fore; V. J. Skutt, 
Mutual of Omaha, vice-president HIA: 
John P. Hanna, HIA general counsel, 
and Paul Hawkins, HIA counsel. 

Members of the HIA staff will hold 
a panel discussion entitled, “Staff | 
Looks at the Problems,” moderated by 
Robert R. Neal, general manager. ) 

The final panel session, Tuesday 
morning, will discuss the achieve- 
ments and problems of Health Insur- | 
ance Council, and will be moderated 
by Ardell T. Everett, Prudential. Mem- 
bers of the panel are Arnold B. Brown, 
Metropolitan Life; Charles D. Scott, 
Great American Reserve, and Louis 
A. Orsini, HIA assistant director of 
information and research. 

Presiding at the Tuesday afternoon 
general session, which will be de- | 
voted to activities of Health Insurance 
Institute, will be H. Clay Johnson, 
Royal-Globe, who as chairman of the 
HIA public relations committee, will 
report on his committee’s work. An 
address, “What Interests People?” by 
John W. Hazard, senior editor of 
Changing Times, will follow. 

James R. Williams, vice-president 
of the institute, will report on the in- 
stitute’s public relations program. Dr. 
Herold Hunt, Harvard graduate school 
of education, will speak on public edu- 
cation and its relationship to business. 

Wednesday morning W. Douglas 
Bell, Paul Revere Life, will report on 
developments in Canadian health in- 
surance. Commissioner Sam N. Beery 
of Colorado, vice-president of National 
Assn. of Insurance Commissioners, 
will substitute for NAIC President 





Paul Hammel, Nevada commissioner, 
who was forced to withdraw from the 
program because of illness. 


The three-day meeting will adjourn 


Wednesday following the annual 
luncheon. Sen. Barry Goldwater is 
luncheon speaker. 


State-Wide of New York has been 
licensed in Connecticut. 





OPPORTUNITIES 
$15,000 - $6,300 

Expansion programs of many well-known Casualty 
Companies into the Fire field has created exten- 
sive selection of above average openings. We 
recommend these positions for men in the twenty- 
four-forty age bracket, some college background, 
with four-ten years in Fire and/or Marine produc- 
tion or underwriting. Areas and type of positions: 
M. West Fire Production Manager $15,000 
M. West Heme Off. Marine Manager $10,000. 
M. West Home Off. Fire Undr. Mamager $10,000. 
M. West Comm’! Fire Underwriter $7,800. 
South Comm’! Fire Lines Underwriter pao 
East Jr. Fire Underwriter $6,300 
Comparable positions available all areas of the 
country. Majority of our openings employer pays 
all moving expense and service charge. Confi- 
dential handling all inquiries. A postal card will 
bring “HOW WE OPERATE.” No obligation to 
register. 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells Chicago 6, Illinois 
HArrison 7-9040 
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Allstate Life Hits 


$1 Billion In Force 
In Only 17 Months 


The phenomenal accomplishment of 
reaching the $1 billion milestone of 
insurance in force in its first 17 months 
of existence has been achieved by All- 
state Life. 

The company’s statement for 1958 
shows insurance in force Dec. 31 of 
$996 million of which $107 million was 
ordinary and $889 million group. All- 
state Life began business in September, 
1957, operating in Illinois only. At its 
current rate of approximately $2 mil- 
lion of ordinary sales a week, the 
company exceeded the $1 billion point 
early in January, 1959. 

This puts all previous company re- 
cords for life insurance production into 
oblivion. 

Allstate Life operated only in Illin- 
ois in September, October and Novem- 
per of 1957, and in December was 
licensed in New York. At the end of 
1957, the company had $8 million in 
force. In 1957, the company’s first 
calendar year of operation, the increase 
of insurance in force was $988 million. 

At the end of 1958, Allstate Life was 
operating in 42 states and the District 
of Columbia, but, of course, it did not 
operate in all of these territories for 
the full year. 

The company sets no quota for its 
agents. All Allstate Life agents are re- 
quired to sell the entire package of- 
fered by Allstate Life and its parent, 
Allstate Ins. Co.—automobile, compre- 
hensive personal liability, A&S, and 
dwelling fire insurance. No agent of 
Allstate Life can sell life insurance un- 
til he has been with the company at 
least six months, and no one is allowed 
to specialize in the life coverages. 

The company made no announce- 
ment when it reached the $100 million 
mark, $500 million or even when $1 
billion was reached in January. 


Plan Big I Awards To 
States High On Quotas 


Special Big I advertising awards 
will be presented to state associations 
which have contributed 60% of their 
subscription quotas to the advertising 
fund of National Assn. of Insurance 
Agents. States reaching 100% will 
receive a specially designed plaque. 
The presentations will be a feature of 
the midyear meeting of NAIA’s na- 
tional board of state directors, to be 
held in conjunction with the Far West 
Agents Conference in Phoenix, April 
26-28. 

Joseph A. Neumann, Jamaica, N. Y., 
advertising committee chairman, said 
that 17 states have already passed the 
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60% mark in contributions and that 
many more would reach that figure 
prior to the midyear meeting. Mr. Neu- 
mann said the Florida association 
would receive the first gold plaque for 
reaching 100% and that several other 
states are approaching that figure. 

Under NAIA’s flexible television ad- 
vertising plan this year, state associa- 
tions reaching 60% of their quota are 
assured 13 more TV programs than 
states falling below that figure. The 
latter receive the minimum of 26. 
States attaining 100% of their quotas 
receive 52 TV programs. 

As part of the advertising presenta- 
tion at the Phoenix meeting, Mr. Neu- 
mann said, several research and evalu- 
ation projects conducted by the associ- 
ation’s advertising agency, Doremus & 
Co., New York, will be discussed. In 
addition, details will be given on the 
157 local television programs which 
NAIA is currently sponsoring as well 
as advertising plans for the remainder 
of this year. 


Don’‘t Let N. Y. Auto 
Woes Come To Mo., 
Department Urges 


The press release issued by the Mis- 
souri department announcing approval 
of increased auto BI and PDL rates 
filed by National Bureau (reported 
last week), states that there has been 
a sizable increase in the number of 
auto liability claims and the amount 
of each claim. 

“These facts merely confirmed what 
the superintendent had expected and 
they show the continuation of a trend 
which has persisted for several years,” 
the announcement said. “As long as 
this adverse loss experience continues 
in the automobile insuranee business, 
it appears the companies will have to 
advance their rates. If they are not 
permitted to advance their rates, a 
situation may develop in this state 
comparable to that existing in the 
state of New York. In that state, au- 
tomobile insurance has become so un- 
profitable many companies are engag- 
ing in all sorts of tactics to avoid 
offering this type of insurance to the 
public. Wholesale cancellations and 
unreasonable underwriting require- 
ments, resulting in more and more 
assigned risks, are some of the devices 
being used by companies in that state.” 


Chicago chapter of Society of Fire 
Protection Engineers at its April 20 
meeting will hear Dale K. Auck, Fed- 
eration of Mutual Fire Insurance Com- 
panies. He will report on the disastrous 
Our Lady of Angels School fire in 
Chicago. 


Coast Publicity 
Keeps Auto Rates 
Out Of Politics 


Automobile insurance rates have not 
become a political issue in California 
and most other Pacific states because 
news editors and other community 
leaders there have come to realize that 
the rates are made on the highways, 
according to a report issued by Assn. of 
Casualty & Surety Companies. 

The report attributed this to the 
following association activities: Rate 
change publicity, phamphlets, speakers 


bureau, traffic safety publicity and 
press contacts. 

In combining the announced -rate 
changes with the reasons for the 
changes, the western press. has 


achieved a wide-spread explanation 


of the insurance industry’s need for 
adequate rates. The report credited 
National Bureau and National Automo- 
bile Underwriters Assn. as being pri- 
marily responsible for effectively using 
rate change announcements to build 
public understanding. 

Pamphlets have been used by the 
association more effectively this year 
than ever before. Two pamphlets on 
automobile rates had a circulation of 
23 million. 

Members of California Insurance 
Speakers Bureau made 588 appear- 
ances before school, commerce, civic 
and service groups last year. The as- 
sociation’s public relations office at 
Los Angeles will book over 700 
speeches during the present school year 
in that city. 

Traffic safety speeches in the west 
were tied in directly with the cost of 
insurance. . 




































































Our policy is to lend you a helping hand 


Like that extra hand on the halyard that helps make 
the sail fast . . . your experienced Camden Fieldman is 
always at hand to help you make the sale fast! Call on 
him to turn prospects into purchasers . . . broaden the 


coverage ‘‘to value’’ for established accounts. 


She Camden 


FIRE INSURANCE ASSOCIATION 
CAMDEN 1, NEW JERSEY 














GENERAL LIABILITY 


LOS ANGELES 





WORKMENS COMPENSATION 


TRUCKS-BUSSES 


CALL...WAbash 2-3622 


175 WEST JACKSON BLVD. 


SPRINGFIELD 


MIAMI 


ATLANTA 


Kurt Al irks & CO., INC. 


on your policies means you are being serviced by capable underwriters for . . . 
FINANCIAL RESPONSIBILITY 
TAXICABS 


SURPLUS LINES 


NON-STANDARD AUTOS 


CHICAGO 4, ILLINOIS 
BALTIMORE 























BUFFALO—If attendance at East- 
ern Age nts Conference’s annual meet- 
ae: kimvoy. the crowd for 

Butftalo 1-Day burgeoned to almost 700, 
and the joint affair wound up with a 
stirring address by Arthur M. O’Con- 
nell of Cincinnati. The general I-Day 
program presented Archie M. Slawsby, 
Nashua, N. H., NAIA president, who 
compared the meager know ledge and 
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Buffalo 1-Day And EAC Annual Combine 
To Present Successful Agency Show 


service of the one-company agent with 
the professional training and service 
of the local, independent producer. 

J. W. Middendorf II, who is the 
insurance stock specialist of the New 
York Stock Exchange firm of Wood, 
Struthers & Co., described standards 
the investor applies to insurers when 
buying their shares. Over the years, he 
said, the best companies for invest- 


ment purposes have been those with 
the highest quality of field men and 
local, independent agents. 

Mr. Middendorf was introduced to 
the luncheon audience by Ray C. Bion- 
dolillo, chairman of I-Day. The latter 
also introduced Mayor Sedita, Victor 
T. Ehre, president of the Buffalo and 
of Insurance Club of Buffalo, and 
others at the head table. The mayor 
had issued a_ proclamation making 
April 6-12 “insurance week” in the 
city, and he read it. 

Much of the Tuesday morning pro- 
gyom was devoted to four panels, on 








We not only get improved fire 
and burglary protection, but... 


save *10,000 a year! 





Vice President 


THE SILLCOCKS-MILLER COMPANY isis sn 


CUSTOM FABRICATORS OF ADVERTISING, MERCHANDISING AND 
TECHNICAL SPECIALTIES FOR MODERN 


protected 


INDUSTRIAL MARKETING 


by ADT 


Thousands of business executives from coast to coast join Mr. 
Herslow in endorsing the effectiveness and economy of ADT 
Automatic Protection Services for safeguarding property, profits 
and employees’ jobs. 


Equipped with automatic sprinklers, the Sillcocks-Miller plant is 
further safeguarded against fire by ADT Sprinkler Supervisory 
and Waterflow Alarm Service which automatically summons the 
fire department whenever the sprinkler operates. This service also 
maintains a constant automatic check on sprinkler shut-off valves 
and other water-supply conditions that might impair sprinkler 
operation. 





The entire building, including the vault, is protected against bur- 
glary by ADT Burglar Alarm Service which automatically sum- 
mons police in case of unauthorized entry. Temperature conditions 
are checked automatically by ADT Heating Supervision. 


Moy we show you what ADT cam do tov you? 


Whether your premises are old or new, sprinklered or unsprin- 


klered, an ADT specialist will show you how an appropriate com- 
bination of ADT Automatic Protection Services can give you 
better protection than other methods, and at less expense. Call our 
local sales office if we are listed in your phone book; or write to 
our Executive Office. 


Controlled Companies of 


AMERICAN DISTRICT TELEGRAPH CO. 


A NATIONWIDE ORGANIZATION 
Executive Office: 155 Sixth Avenue, New York 13, N. Y, 
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inland marine, deductibles, time ele 
ment coverages, and municipal ang 
school insurance. These developed 
some excellent presentations. But un. 
fortunately they were conducted two 
at a time so that those attending the 
affair, including reporters, had to se 
lect (and eliminate). 

The conference was even more im. 
pressive this year than last for the 
absence of hospitality headquarters 
This once popular form of entertain. 
ment was left pretty much to Contin. 
ental-National, for which Marshall B. 
Simms, Joseph Dora, Robert Anderson 
and Arthur Wyatt acted as hosts; to 
Chubb & Son. with D. J. McGill ang 
Thomas Allen on hand from the head 
ffieo, ona South American Managers 
with Arnold Chait and Leonard Engel. 
h-rdt officiatine | 

However, America Fore Loyalty | 
provided its famous cocktail party, | 
Agricultural was host at the ladies’ 
coffee hour, and Independent Adjust. 
ers of Buffalo furnished the music for 
the Sunday buffet, the cocktail hour | 
and the Tuesday dinner dance. Home 
provided bus transportation for the | 
ladies, and Hartford Accident provided | 
flowers. Buffalo printed the programs, | 
The entertainment at the dinner-dance | 
was furnished by Continental Assur. | 
ance. 


Doremus Eyes Developments 


At the EAC session Monday, Fred W. 
Doremus, manager of Eastern Under- 
writers Assn., discussed several devel- 
opments in his territory. Among the | 
benefits to agents and companies of | 
the EUA program of uniformity in| 
forms and endorsements, Mr. Doremus | 
said, is the substantially easier hand- | 
ling of wind losses after a big hurri-/ 
cane. The 1950 storm in the northeast | 
involved eight states. Adjusters had to} 
carry forms for each jurisdiction, and 
had to have these forms for as far} 
back as five years if there had been | 
changes in the coverage. 

With standardization, he pointed out, | i 
agents know that the coverage they | 
are selling is the best their clients can | 
get. | 
The radioactive contamination cover / 
is new, he said. It is an important! 
development and has been under study 
for two years countrywide. Liabilities | 
involved can be sizeable, he said. For! 
example, in one hospital, where a) 
liability coverage was involved, the/ 
cost to insurers of decontamination’ 
was $243,000. A hospital attendant) 
stepped on a tube of radium and) 
tracked it throughout the hospital. 

The coverage is for situations involv- 
ing isotopes and radium. The use of 
isotopes especially is growing rapidly. , 
More than 14,000 shipments were made 
in 1958. Powders are especially danger- 
ous because of the ease with which 
they can be scattered. 

Rating is done by application, and 
the quotation is good for one year only. 
The rate base is a series of risk group- 
ings. Judgment had to be used here. 
One of the first applicants was Mary- 
land. This was for all state properties, 
though only two of the properties had 
isotopes on the premises. 


Werking On Transport Hazard 


What about the transportation haz- 
ard, a truckload of cargo, for example, 
he was asked. The inland marine 
people are working on this now, he 
said. He said every hospital account, 
clinic, school, manufacturer, is a po0s- 
sible prospect for the coverage. 

Mr. Doremus reported that the de- 
ferred premium payment plan has) 
been filed in EUA states and will 
soon be getting approval. A booklet 
has been prepared for distribution by 
rating organizations. The plan had 4 

(CONTINUED ON PAGE 32) 
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folly is surely our very finest “peace insurance.” A world at 
peace is still a distant image from the troubled nature of ! 
things today, yet our imperfect peace is infinitely desirable 
to the perfect mushroom cloud. It is a fact that humanity has already 
won recognition for its peaceful aims through the force of its humble 
voice — by stemming, again and again, the frequent tides to war. This is 
__..._ the world’s most substantial insurance for peace. Yet... in this 
Corfe? age of increasing bigness, it is often difficult to cut through 
7 4—= the big silences of an increasingly passive humanity. To help 
~ those private citizens who want to be heard, but who hold their 
vocal fire out of a possible sense of futility, perhaps business leadership 
ean lend an encouraging hand. In this belief, Nationwide Insurance 
actively encourages discussions of public issues among its nearly three 
million policyholders. Our extensive programs of policyholder 
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participation in the business affairs of Nationwide also enable 
these representative Americans to talk candidly and search- a 
ingly about the larger issues of their lives—like war and 
peace. Nationwide enthusiastically pursues such a program in the plain 
democratic conviction that once the problems are known, the ideas to 
solve them are sure to follow. 
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If you are interested in a career with Nationwide, contact 
D. W. Jeffers, V.P., Office of Sales, Nationwide Insurance, 
246 North High Street, Columbus 16, Ohio. 
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Five Speakers Slated 
For MISS Annual 


Five speakers will address the an- 
nual meeting of Midwestern Indepen- 
dent Statistical Service April 30 at the 
La Salle Hotel, Chicago. A number of 
commissioners from midwest states 
are expected to attend. 

On the program are Director Gerber 
ot Illinois; Frank V. McCullough, 1st 
vice-president Continental Casualty; 
James M. Cahill, secretary National 
Bureau; Russell H. Matthias of the 
Chicago law firm of Meyers & Mat- 
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thias, and S. Alexander Bell, manager 
MISS. 


Employe Wins $1,250 For Idea 

ST. PAUL—A new type all-purpose 
loss and claim folder developed by B. 
G. Eads of the San Francisco office of 
St. Paul F.&M. brought him an award 
of $1,250, the largest suggestion award 
ever made by the company. 

John A. Buxton, chairman of Fed- 
erated Mutual, has been elected a 
director of American Mutual Rein- 
surance of Chicago. 














TRUCK and CAR 
WINDOW 
REPLACEMENT _ 


Now you can give your assureds 
American Services on truck and auto 
repiacements too! 


Using only genuine factory auto glass, 
American's fleet of radio dispatched 
service trucks are within minutes of 
your assured’s home or place of busi- 
ness to provide on-the-spot reglazing. 


Or, if your assured prefers, he can 
bring his auto to the American Plant 
at 1030 N. North Branch Street or, he 
can phone MO 4-1100 for the address 
of the nearest of our six conveniently 
located reglazing stations. 


This comprehensive auto and truck re- 
glazing service was designed with you 
in mind. Why don’t you give us a call 
for more complete details. You'll be 


glad you did. 


MO 4-1100 


Details Given Of New 
Worcester Mutual Plan 


The new Worcester Mutual Fire’s 
Xtra plan, which it has introduced in 
Massachusetts on an optional basis, is 
expected to appeal chiefly to small and 
new agents more than to the large 
sized agency that already has an 
established overhead. 

The plan is based on a four-in-one 
application which, with one writing, 
produces the binder, the company 
copy, insured’s copy, and agent’s copy. 
This goes to the company with the 


























1030-42 N. Branch—Chicago—MOhawk 4-1100 
3156 E. Woodbridge—Detroit—LO 8-1060 
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deposit premium, and the company 
writes the policies. The company wil] 
do the billing and, except for the de. 
posit, the collecting of premiums. Fyl] 


payment must be made by insureg # 


within 45 days. The company sends a 
reminder of balance due at the end of 
30 days, and a final reminder at 45 
days, which includes a notice that 
cancellation will be issued if the ae. 
count is not paid in full immediately, 

Policies are written and mailed to 
the agent for countersigning and de. 
livery to insured. Expirations remain 
the property of the agent. The com- 
pany reminds agents of the expiration 
of a policy about 60 days ahead of 
time. The agent then should confirm 
with insured whether the expiring 
policy requires revision. The deposit 
premium required approximately 
equals 45 days of coverage. 

Agent’s commission accounts are 
furnished monthly. They will include 
all payments received during the cur- 
rent month and all return premiums 
for cancellation and reductions of poli- 
cies in force. The commission check 
will be mailed with the account, based 
on net premiums received. Dividends 
are credited to insured’s accounts on 
renewals. If insured does not renew, a 
dividend draft payable to insured is 
mailed to the agent for delivery. 


Program Set For 
La. Agents’ Annual 


Louisiana Assn. of Insurance Agents 
will hold its annual convention May 
7-9 at Edgewater Gulf Hotel, Edge- 
water Park. Speakers include Porter 
Ellis, Dallas, member NAIA executive 


committee, who will point out local | 


problems that develop from the na- 
tional level; E. P. McCloskey, New 
Orleans, who will discuss package poli- 


cies, and I. A. Rosenbaum, Meridian, | 


Miss., who will talk about obtaining 
more business without additional costs. 

Commissioner Hayes will discuss up- 
to-date problems concerning _ the 
agent’s earning capacity. Hargis Walk- 
er of the department’s casualty divi- 
sion, will discuss casualty problems, 
particularly auto; William E. Booth, 


vice-president of Cherokee will pre- | 
sent the companies’ viewpoint on cur- | 


rent problems, and Ray Brown, Con- 
necticut General Life, 


Aetna Casualty Makes 
N.Y. Area Promotions 


Aetna Casualty has named Frank W. | 
Armour superintendent of underwrit- ; 


ing at New York. He succeeds Chester 
H. Bogert, who is retiring after 45 
years with the company. 

Mr. Armour, superintendent of un- 
derwriting at the Brooklyn-Long Is- 
land office since 1951, is being suc- 
ceeded there by Frederick R. Weisbrod, 
former superintendent of automobile 
underwriting at Newark. 

Mr. Armour joined Aetna Casualty 
at New York in 1925 and was trans- 
ferred to Brooklyn-Long Island three 
years later. 

Mr. Weisbrod was at Newark from 
1944 until 1958 when he was appointed 
to the planning staff at New York. 


Vt. Bill Would Raise Premium Tax 

The Vermont house has passed a 
bill to increase the tax on gross pre- 
miums of fire insurers from one-half 
to seven-eights per cent to provide 
additional funds for the fire marshal’s 
office. The boost would raise approxl- 
mately $106,000 during the next bien- 
nium, at the end of which the tax 
would revert to a half per cent. The 
bill has been sent to the senate. 


the property | 
agent’s opportunities in the life field. 
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EUA Host To Agents 
At Buffalo Breakfast 


BUFFALO—The public relations 
preakfast sponsored by Eastern Under- 
writers Assn. is a traditional feature 
of Eastern Agents Conference. This 
year’s edition of it here had E. Stuart 
Windsor of Baltimore, EAC conference 
committee chairman; George C. Pea- 
cock of Agricultural, chairman of the 
EUA conference committee; Charles 
H. Frankenbach of Westfield, N. J., 
EAC chairman; Valmore Forcier, Dan- 
ielson, Conn., incoming EAC chairman, 
and Fred W. Doremus, manager, and 
Robert G. McKay, assistant manager 
of EUA, at the head table. 

Guests included state association 
presidents, secretaries, and state na- 
tional directors, the insurance press, 
and others interested in PR efforts. 

Mr. Peacock noted the addiction of 
the business to self criticism and sug- 
gested that perhaps it undersells itself. 
Why not be more positive, he asked. A 
larger, more coordinated PR effort is 
needed, and that is coming, he said. 


New Maine Secretary 


Reuben K. Dyer, the new executive 
secretary of the Maine association, 
who has his headquarters at Yar- 
mouth, described the regional meetings 
that organization is conducting April 
27, 28 and 29. George Hughes, Rhode 
Island executive secretary, discussed 
the homeowners’ educational sessions 
his group sponsored. 

Mr. Peacock suggested inclusion of 
talks and demonstrations of salesman- 
ship in educational and regional meet- 
ings of agents. It is time for salesman- 
ship in the business. Telling how to 
save time in selling homeowners would 
be helpful while the technical aspects 
of the revised coverage are being 
learned. 

Craig Thorn Jr. of Hudson said PR 
at the local board level requires a 
proper relationship with newspapers. 
In his city, when the new automobile 
rates were announced for New York, 
the editor called Mr. Thorn to rewrite 
a wire story of the news. This was 
fortunate because the story dealt only 
with the statewide 18% increase. The 
rates for the Hudson territory actually 
went down slightly. 


How To Correct Distortions 


Milton Grannatt of Trenton, presi- 
dent of the New Jersey association, 
said that when a release is misleading, 
as was one recently issued by the 
insurance department on a fire rate 
change, his group sends out, about a 
week later, its own release reflecting 
the local situation and giving a correct 
i Editors are very receptive to 
this, 

W. Harry Wiley, executive secretary 
of the Connecticut association, said 
that the department in that state has 
taken over announcements of all rate 
changes. This has made it difficult for 
the association to get the news to 
agents before it breaks in newspapers. 
However, the department has agreed 
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Phoenix Of Hartford 
Names Sandberg In O. 


Phoenix of Hartford has promoted 
Paul B. Sandberg from manager at 
Cleveland to manager at Columbus, O. 
He succeeds Thomas O. Dye who will 
retire Aug. 1. John Buckley, state agent 
at Columbus, will succeed Mr. Sand- 
berg at Cleveland. 

Mr. Sandberg joined the company 
in 1923 at the home office and was 
transferred to the inland marine de- 
partment at Chicago in 1935. In 1938 
he established the Cleveland office 
and after service during World War II, 
returned there and was named man- 
ager in 1950. Mr. Buckley joined the 
company in 1955 at Chicago and was 
transferred to Columbus that same 
year. 


Clarke Sends Trenton 
Office Of American 


American has opened a new branch 
at Trenton, N. J., and has named Ray- 
mond W. Clarke, formerly manager at 
Newark, resident vice-president. Vic- 
tor L. Pitchford will be administrative 
assistant. 

Mr. Clarke has been with American 
since 1928 and has held administrative 
positions for 10 years. He is a past 
president of Casualty Underwriters 
Assn. of New Jersey. 

Mr. Pitchford has been with Amer- 
ican more than 20 years in field and 
administrative positions. 


Kemper Co. Names Executives 

Federated Mutual has named Donald 
H. Brown, underwriting, and W. B. 
Lindsay, accounting, as senior execu- 
tives. New junior executives are James 
H. Andrick, auto underwriting; Darrell 
W. Latch, production; E. E. McDaniel, 
sales training; Bruce H. Mickle, claims 
examiner, and Joseph Shockey, tabulat- 
ing. 


Missouri Fire Prevention Assn. will 
inspect Kahoka April 22. 





to call Mr. Wiley at the same time it 
calls in reporters to announce a change. 

Paul Trimbur of Pittsburgh, presi- 
dent Pennsylvania association, said the 
business in that state is expecting big 
things of the-new insurance informa- 
tion office that the state federation 
has established. 

George Margraff of Philadelphia re- 
ported excellent PR results from dis- 
tribution to school officials, pastors, 
and other community leaders, of copies 
of the booklet on the Chicago school 
fire and how to prevent similar occur- 
rences that was prepared by National 
Fire Protection Assn. It costs only 25 
cents. 

Joseph A. Neumann of Jamaica, 
N. Y., said he had used the newspaper 
story on the automobile rate increase 
in a reproduced version to accompany 
letters to insured on renewal of their 
policies at a larger premium. 
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What’s in a Name? 


We regard the words “Reliance Insurance Com- 


pany” as more than a company name; they are our 


credo of business as well. “Reliance” equates trust 


and confidence. To earn that trust, we seek constantly 


to maintain the highest ethical and professional in- 


surance standards; to anticipate future developments 


in our industry and gear our organization accordingly; 


to provide prompt, efficient and courteous service. 


Such a policy is our own best insurance. To us, 


“*Reliance”’ will always be more than a name. 
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RELIANCE INSURANCE COMPANY 


401 Walnut Street ¢ Philadelphia 6, Pa. 
Symbol of American insurance integrity since 1817 
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N. Y. MUTUAL AGENTS EYE INDEPENDENTS’ ADVANTAGE 





Bureaus Hobbie Agents in Competing For 
Auto Business, Milbrandt Tells Meeting 


More than 700 were on hand at the 
annual convention of Mutual Agents 
Assn. of New York State at Syracuse. 

G. W. Milbrandt, Pelham, was 
elected president to succeed Charles 
R. Kroeger, Norwich. Roland A. Au- 
gustine, Kingston, was named execu- 
tive vice-president and Wesley Frank, 


Gloversville, and Kenneuw: Bourdon, 
Massena, functional vice-presidents. 
J. Lewis DuMond, Cobleskill, was re- 
elected secretary and Norris H. Dann, 
Endicott, treasurer. John Rosenkrans, 
Seneca Falls, Thomas A. Doxsee, 
Minoa, and George P. Tobler, Smith- 
town, continue as functienal vice- 


presidents. 

Mr. Milbrandt’s talk on “Agency In- 
come—A New Dimension” was a high 
point of the meeting. He said the busi- 
ness is floundering at a new crossroad 
and if it is to emerge with most of its 
skin, it must do some radical thinking 
for the first time in 25 years or more. 

Automobile is probably the line in 
need of most urgent attention, he con- 
tinued. The development of new sta- 
tistical processes that would more 
closely reflect ever changing territorial 
areas, differences in classes and a 
system flexible enough to follow the 
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competitive developments of the in. | 
dependent writers, must be considered, 

The custom today is to throw aj 
systems with captive salesmen into the 
so-called direct writer category, Mr 
Milbrandt observed. Yet the direct 
writer who is a subscriber to the 
mutual rating organization has not 
affected the well trained mutual agent 
competitively. Only independent sub- 
scribers to rating organizations cay | 
move swiftly in adapting rates and | 
territories to reflect changing condi- | 
tions and they alone have created q | 
real problem for the business. i 

To illustrate this point, Mr. Mil-| 
brandt said that the 1957 compilation | 
of company expenses published by the | 
New York departmert shows that 
Liberty Mutual wrote about $74 mil. | 
lion in automobile business, while All- 
state, an independent, wrote about 
$214 million. Both are direct writers 
through captive agents but the con-| 
trast in performance would indicate 
that their over-all mode of operation 
is not identical. 

The disparity in performance was” 
not due to the high acquisition cost of | 
Liberty Mutual, he continued, for they | 
operated at a 4% advantage. Nor was it | 
due to high operating expense where 
they had a 1% advantage. Liberty Mu- 
tual was handicapped by its affiliation 
with the very same bureaus that make 
the mutual agents’ rates. 











Rates Are Not Proper 


Mutual bureaus have not developed 
proper rates for class 2 business, Mr. 
Milbrandt said. As a result, some of | 
this cost has been absorbed by other | 
classifications. This improper loading | 
of favorable classifications has given a 
further advantage to independent fil- | 
ings and has led to commission cuts. | 
Liberty Mutual has fared no better in | 
competition against Allstate than has ~ 
the agency system. Evidently, some | 
other element is still the primary prob- | 
lem. Although Liberty Mutual had a | 
powerful sales farce it could not over- | 
come the lack of a competitive classi- | 
fication system. 

If the matter of competitive classifi- | 
cation is a good part of the mutual } 
agents’ problem, there are several pos- | 
sibilities for immediate improvement, | 
Mr. Milbrandt said. Experience would | 
seem to indicate that it is impossible | 
to move swiftly with the cumbersome | 
alliance of the joint rating organiza- 
tion. The mutual rating bureau, he | 
suggested, should divorce itself from | 
the present combination and set up its | 
own rating procedures. If this poses | 


problems of delay, then some progres- \ 


sive New York insurer should secede 

from the joint organizations, concen- 

trate its operations in the state of New 
(CONTINUED ON PAGE 33) 
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Allstate Sets Up 
Huge Private Line 
Telegraph System 


Allstate offices throughout the U.S. 
and in Canada will be linked by “the 
most extensive private telegraph sys- 
tem used by any insurance company,” 
according to President Judson B. 
Branch. 

The new private line system, leased 
from Western Union, covers 7,300 miles 
and interconnects Allstate’s home of- 
fice, six zone offices and 30 regional 


offices. 
The system is equipped with special 





\pilation 
1 by the | 
VS that 
374 mil. 
lile All. 7 
> about | 
writers | 
he con. | 
indicate | 
eration | 


ice was | 
cost of i 
for they | 
r Was it | 
where | 
tty Mu- | 
filiation 
it make 


veloped | 
‘SS, Mr. 

ome of | 
y other | 
loading | 
given a 
ent fil- 
nm cuts. 
stter in 
an has 
, some 
y prob- 
had a/ 
t over- 
classi- 


lassifi- 
mutual 
al pos- 
ement, 
would 
ossible 
2rsome 
janiza- | 
au, he | 
t from | 
up its 
poses 
ogres- 
secede 
oncen- 
f New 





Cg, ot TET 











transmitting equipment providing 
pushbutton selection of desired sta- 
tions. A master sending device permits 
any message to be transmitted simul- 
taneously to all or any combination of 
offices on the network. 

The capacity of the system’s five 
circuits is in excess of 19,500 words 
hourly. The home office switching cen- 
ter accelerates communications from 
office to office. Messages are prepared 
by operators in the form of perforated 
tape. The coded tape passes through 
special transmitters which automat- 
ically start transmitting without re- 
quiring operator attendance. Messages 
are received on page printers operating 
at a speed of 3,900 words an hour, also 
without requiring full-time operator 
attendance. 


Region 6 Women 


Name Pauline Garver 

Mrs. Pauline Garver, Oklahoma City, 
was named director of region 6 of 
National Assn. of Insurance Women 
at the southwestern regional confer- 
ence at Little Rock, and Mrs. V. J. 
Sullivan, Tulsa, was named to repre- 
sent the four-state area of region 6 on 
the nominating committee. A large 
registration of 219 was on hand for 
the three-day meeting. 

Miss Mary Doug Stephens, Beau- 
mont, Tex., outgoing director of region 
6, reviewed the work of NAIW clubs 
in the area, and Miss Roberta White, 
Hartford, 2nd vice-president of the 
national association, reported activities 
on a countrywide level. 

Others appearing on the program 
were Mrs. Gertheen Pierce, Beaumont; 
Miss Mary Gambill, a past president of 
NAIW; Miss Dorothy Callanen; Miss 
Martha Moix, and Mrs. Eloise Hack- 
man, all of Little Rock. 

Mrs. Geneva Light, also of Little 
Rock, was conference chairman. The 
Little Rock club was host for the 
conference, assisted by insurance wo- 
men from El Dorado, Ft. Smith and 
northeast Arkansas. The 1960 confer- 
ence will be held at Houston in March. 


Va. Agents Plan Education 


Meetings In Five Cities 


Virginia Assn. of Insurance Agents 
will hold a series of regional educa- 
tional meetings in five cities during 
April. Elmer J. Jones, supervisor of 
the homeowners department of Home, 
will speak on the new homeowners 
policies. The second part of the pro- 
gram will deal with the automobile 
market in Virginia. William H. Brew- 
Ster, special public relations assistant 
to the general manager of National 
Bureau, will discuss the subject from 
the company standpoint, and John G. 
Goodwin of the J. V. Arthur Agency, 
Winchester, will present the agents’ 
viewpoint. 

Meetings will be held at Abingdon, 
April 20; Natural Bridge, April 21; 
Luray, April 22; Richmond, April 23, 
and Old Point Comfort, April 24. 
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Henry L. Van Horn 
Elected Chairman 
Of American Health 


American Health has elected Henry 
L. Van Horn as chairman. Mr. Van 
Horn, who is also chairman of Calvert 
Fire, was admitted to the New York 
bar in 1927. In 1941, he became a 
certified public accountant in New 
York. He is a member of the Ameri- 
can Bar Assn. and the American In- 
stitute of Certified Public Accountants. 

Charles C. Greene and Charles T. 
Crossfield, directors of Commercial 
Credit Co., Baltimore, were elected 
directors of American Health. W. Lee 
Meehan, vice-president since 1953, 
was also named treasurer; J. Francis 
Ireton of the law firm of Muecke, 
Mules & Ireton was elected secretary, 
and Leonard Jessen was appointed 
secretary. 


MILL OWNERS gives you 
: A “ EXTRA PROFITS 


That's right! To help you build 
premium income, your Mill Owners 
fieldman offers you P.A. (Personal 
Assistance). He welcomes the oppor- 
tunity to call with you on policy- 
holders to help close the sale. 


In addition, he has sales tools to 
help you save time and sell more: 
Mill Owners Vis-U-Lizer . . . Per- 
sonal Lines Kit... New Direct Mail 
Campaign . . . Streamlined Account- 
ing System. 


W rite the Home Office today. Agency inquiries given prompt attention. 


*Personal Assistance 


































A new adjustment firm under the 
name First Adjustment & Survey Co. 
has been organized in Minneapolis by 
John Beaulieu and Edward Daeger, 
both formerly with Western Adjust- 
ment. 
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IF IT’S HAZARDOUS OR UNUSUAL... if it’s a risk that is difficult 


to place . . . look to Homer Bray Service, Inc. Here you'll find unbeat- 
able market facilities and maximum-strength coverages for almost 
every risk classification. 

Highest security for you and your assureds is guaranteed by 
the unique Bray automatic treaties which combine American stock 
companies and Lloyd’s, London. 


It’s no wonder that more and more producers are turning to the 
“in depth” facilities of Homer Bray Service for profitable placement 
of every type of unusual risk . . . for more information, contact your 
Bray office today! 


@® HOMER BRAY SERVICE, INC. 


CENTRAL CASUALTY COMPANY 


STOREBRAND INSURANCE CO., LTD. 
OSLO, NORWAY 


Represented at LLOYD’S, LONDON 


CHICAGO 4, ILLINOIS 
208 South La Salle Street 
STate 2-3200 


LOS ANGELES, CALIFORNIA 
611 South Catalina 
DUnkirk 8-3313 


DALLAS, TEXAS 
2506 Cedar Springs Avenue 
Riverside 8-4026 


DENVER, COLORADO 
655 Broadway Building 
AComa 2-3705 


EVANSTON, ILLINOIS 
1633 Central Street 
DAvis 8-9600 


ST. LOUIS, MISSOURI 
111 North 4th Street 
MAin 1-7000 


BURLINGTON, NORTH CAROLINA 
610 South Lexington 
CAnal 7-3665 
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Counsel McHugh Offers Adumbration Of Anti-Trust Inquiry 


haps some rating system other than 
the present one of bureaus operated 
by insurers might produce more com- 
petition and be more in the public in- 
terest. Perhaps statistical organiza- 
tions should succeed private rating 
bureaus, collect the figures to deter- 
mine the pure premium for losses, and 
let insurers add their other costs and 
thus make their own rates, he said. 
The subcommittee will also scrutinize 
the 1921 profit formula. 


Dual System Is Poor 


Conceptually, the present dual sys- 
tem of federal-state regulation of in- 
surance leaves much to be desired, 
he said. Developments have occurred 
since the anti-trust subcommittee be- 
gan its study which have further at- 
tenuated federal authority now exist- 
ing—the Supreme Court decision in 
the National Casualty and American 
Hospital cases, for example. The court 
declared that the McCarran act “with- 
drew from Federal Trade Commission 
the authority to regulate respond- 
ents’ advertising practices in those 


(CONTINUED FROM PAGE 1) ‘ 


states which are regulating those prac- 
tices under their own laws.” The gov- 
ernment had argued that FTC was not 
ousted from jurisdiction merely by 
enactment of state prohibitory laws, 
not inconsistent with the federal anti- 
trust laws, which were not implement- 
ed by some kind of administrative 
action. This view was rejected by the 
court. 

The area of federal responsibility 
remains cloudy. Nevertheless, the de- 
cision gives little solace to those who 
believed that the legislative history of 
public law 15 supported the view that 
the federal anti-trust laws appplied to 
insurance if state laws were ineffec- 
tive or were not adequately enforced. 

In its decision, the Supreme Court 
had no occasion to pass upon insurance 
activities taking place through the use 
of the mails or other mass media of 
communication. Nevertheless, the 
eighth appeals court in Travelers 
Health Assn. case held that FTC had 
no jurisdiction to attack a strictly mail 
order business which the laws of Ne- 
bvraska purported to regulate. 
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Judge Victor R. Hansen, assistant 
attorney general in charge of the anti- 
trust division of Department of Jus- 
tice, has suggested that the anti-trust 
laws were not rendered inapplicable 
when states failed adequately to en- 
force their regulations. However, last 
Dec. 29 he pointed out that “some 
doubt has now been thrown upon this 
view.”’ In a letter dated last Dec. 12, 
to Sen. O’Mahoney, who is presiding 
over the subcommittee insurance 
study, he commented that “the Na- 
tional Casualty case does indicate that 
the limitations which the McCarran 
act imposes upon our jurisdiction to 
deal with insurance company activi- 
ties which are subject to state regula- 
tion, exist without regard to how 
effective such regulation may be.” 

Even the narrow function of filling 
the interstices of state regulation ap- 
pears to be doomed in the present 


state of the law, Mr. McHugh ob- 
served. 
Threat Is Reduced 

While federal anti-trust enforce- 


ment in insurance has been more il- 
lusory than real, it constituted, nev- 
ertheless, an omnipresent threat to 
state insurance departments where 
state regulation was inadequate. The 
Supreme Court in many areas now 
has largely demolished this threat of 
federal intervention. However, areas 
remain where no cases have been 
brought testing the outer limits of fed- 
eral jurisdiction. 

Mr. McHugh reviewed the subcom- 
mittee’s findings in aviation insur- 
ance. This field was selected because 
it illustrated some of the difficulties 
confronting states in attempting to 
regulate a business which is primarily 
interstate in character and increas- 
ingly international in scope. 

Officials of the New York depart- 
ment insisted that it had jurisdiction 
over aviation insurance if corrective 
action were necessary. This testimony 
suggested that New York may be as- 
serting authority to regulate the for- 
eign commerce of the U.S., which un- 
der the constitution is the exclusive 
province of the Congress, Mr. McHugh 
observed. Either by implied or ex- 
pressed consent of other states, he 
said, New York may have arrogated 
to itself the job of policing interstate 
aviation rates. 

In the O’Mahoney subcommittee’s 
inquiry into ocean marine insurance, 
the Federal Trade Commission’s seven 
year investigation of this business, 
which began in 1949, will be aired, 
Mr. McHugh said. Current informa- 
tion about the market will be pre- 
sented. The 1920 act which gave spe- 
cial immunity from the anti-trust laws 
will be reappraised to learn whether 
this exemption can be justified under 
modern market conditions. Under this 
law American Hull Insurance Syndi- 
cate, comprising 80 odd stock compa- 
nies, has emerged as practically the 
only American market for the writing 
of hull insurance. Presumably, what- 
ever competition exists comes from 
abroad. 

Congress has an obligation to scru- 
tinize carefully an anti-trust exemp- 
tion which results in a single syndi- 
cate free of American competition and 
virtually without any form of govern- 
ment supervision. Since the federal 
government is directly linked to this 
business by various financial arrange- 
ments, Congress will try to learn if the 
public interest is adequately protected 
by the Maritime Administration. 

Mr. McHugh also elaborated on the 
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subcommittee’s current study 01 rates 
and pricing procedures. 

Skepticism concerning rating 
reau behavior, Mr. McHugh said, jg 
best explained in the cynical commen. 
tary of Adam Smith in his Wealth of 
Nations when he observed: “People of 
the same trade seldom meet together, 
even for merriment and diversion, byt 
the conversation ends in a conspiracy 
against the public or in some contri. 
vance to raise prices.” 


Folklore Has Grown Up 


A folklore has grown up, particy. 
larly in the fire and casualty field, he 
said, which assumes as gospel the doc. 


bu- | 





trine that unrestricted rate competi. | 


tion is anathema. There are 


valid 


reasons of public policy why cutthroat | 


rate competition should not be per. 
mitted. But the postulates upon which 
rate making in concert has been pub- 
licly sanctified need careful scrutiny, 


he declared. The 1911 Merritt commit. | 


tee report in New York especially 
needs reappraisal. 

This investigation resulted in legis. 
lation which clothed the rating bu- 
reaus with legal authority and made 
rate filings compulsory. While fire 
rate wars were denounced as weaken- 
ing the companies, surprisingly little 


~ 


documentation to support the charges | 


is found in the report of the commit- 
tee. Further, while the disposition was 
to blame all the industry’s ills upon 
rate competition, there was surprising- 
ly little consideration paid to other 
possible causes of insolvency, such as 
mismanagement of funds, inadequate 
loss statistics, or inadequate capital 
and surplus requirements, Mr. Mc- 
Hugh declared. 


Structure Invited Abuses 


The pattern of state rate regulation 


which developed thereafter officially 


recognized the position of rating bu- © 
reaus in setting prices in concert. But © 


this structure of rate regulation also 
invited abuses. 


“The indictment in the SEUA ease | 


reads like a black catalogue of the | 


conspiratorial sins of stock fire insur- 


ers and agents,” Mr. McHugh de- 
clared. 
In granting immunity from anti- 


trust prosecution Congress recognized 
the rate making role of private rating 
bureaus, he continued. But 
poorly informed as to the precise func- 
tion the rating bureau should perform. 
The traditional formulas used by bu- 
reaus in computing rates or by com- 
missioners in reviewing rates were not 
as carefully analyzed as they should 
have been. Assuming the need for 
rate making in concert, Congress had 
no opportunity to consider whether an 
irreducible minimum of bureau activ- 
ity could be established. 

The literature on the subject of rat- 
ing bureaus has sometimes blandly 
assumed the necessity of joint rate 
making on the ground that reliable 
statistics to measure scientifically the 
hazard involved requires collaboration 
among insurers. A single company, it 
is claimed, does not have sufficient 
volume of business to render its own 
experience a safe guide for the fu- 
ture. This argument may be sound, 
but the breadth of its claims makes it 
suspect, Mr. McHugh declared. There 
exist other equally important comp- 
onents of the premium which do not 
depend for reliability upon a competi- 
tor’s experience, such as overhead 
costs and profits. This fact is ade- 
quately demonstrated by the reason- 
able success of independent compa- 
nies. 

The argument that a bureau-made 
rate must embrace all components of 
the premium is deceptive. Stripped of 
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this camouflage, he said, the opera- 
tions of the bureaus can be critically 
examined by the subcommittee on 
their merits. The basic issue is wheth- 
er or not the type of open price com- 
petition commanded by the Sherman 
act is suited to insurance in view of 
the possible effects, such as endanger- 
ing solvency and driving the small 
companies out of business. 


Outlines Statistical System 


If the rating bureaus are unable to 
justify the broad grant of power over 
rates they now possess, the subcom- 
mittee may wish to consider whether 
the public interest would be better 
served by a different system, he add- 
ed. Among the suggested possibilities 
is the system whereby each insurer 
sets its own rates but where all com- 
panies would belong to a statistical 
bureau. This agency would develop 
pure premium upon the combined loss 
experience of all insurers since prac- 
tice has demonstrated that sound ac- 
tuarial principles requires the pooling 
of experience. No company would be 
permitted to charge a rate less than 
this pure premium. Final rates would 
be calculated by each insurer loading 
the pure premium with the amount 
deemed necessary for overhead, in- 
cluding acquisition costs, and profits. 
This would allow for competition on 
each element of the premium dollar 
except the amount allotted for losses. 
Many technical difficulties would still 
have to be solved, but some precedent 
already exists in the life field for this 
approach to rate determination and 
regulation. In its brief in the SEUA 
case the Department of Justice ad- 
vanced this concept of rate making. 

If state laws relegated the role of 
rating bureaus to pure statistical agen- 
cies in this fashion, it would be ap- 
propriate to apply the federal anti- 
trust laws to concerted rate practices 
beyond those specifically authorized 
by state laws, he said. 

If greater latitude for rate compe- 
tition by this or any other system were 
thus allowed, the way would be open 
for minimizing the burdensome regu- 
latory duty which now devolves upon 
commissioners. Many students of rate 
regulation, including at times the New 
York department itself, have sought to 
determine whether before more laws 
were enacted the states could get along 
with fewer. Apart from the burden 
upon departments, detailed rate regu- 
lation is irksome, time consuming, and 
costly for insurers. 


Watch Company Solvency, Too 


The real question is whether a sys- 
tem of freer rate competition would 
result in lower costs to the public, he 
said. The proposal for freer rate com- 
petition does not ignore the question 
of company solvency since such a plan 
would require emphasis upon more 
frequent and careful company exam- 
ination to determine the adequacy of 
revenues and the soundness of finan- 
cial structure. Is there any reason to 
believe that honest competition would 
promote unsound insurers, he asked. 

The subcommittee will examine the 
experience of major classes of insur- 
ance not subject to rate regulations. 
The concept of regulation in the Cali- 
fornia rate laws will be considered be- 
cause of their invitation to greater 
competition. 


FieNATIONAL UNDERWRITER 


One of the most vigorous criticisms 
the Merritt committee report made of 
open rate competition—and repeated 
by various authorities thereafter—was 
that it resulted in discrimination in 
favor of the big policyholder with in- 
fluence. This hardly seems a valid ob- 
jection today where the states have 
anti-discrimination statutes for cor- 
recting just such abuses, Mr. McHugh 
stated. However, if the more competi- 
tive rate making mechanism were in 
vogue, more sophisticated types of an- 
ti-discrimination statutes should be 
devised. It might be necessary to em- 
ploy certain concepts of the Clayton 
act whereby discrimination is not in- 
terpreted to mean differentials neces- 
sary to meet competition. 

He noted that a limited number of 
state laws and District of Columbia 
make membership in rating bureaus 
compulsory. 


Independents Under Bureau Umbrella 


The ability of the deviator or inde- 
pendent to obtain business at lower 
rates exists because of the high pro- 
tective umbrella over rates which the 
rating bureau provides. The independ- 
ent or deviator is successful in part 
because an artificial rate structure 
emerges from the bureau which has 
not been tested by the free play of 
competition. 

For years, certain dominant bureaus 
have been engaged in open conflict 
with the leading independents, Mr. 
McHugh declared. According to the in- 
dependents, the harassing techniques, 
both administratively within the de- 
partments and by litigation in the 
courts, have frustrated efforts te gen- 
erate competition and have denied the 
public lower rates and broader cover- 
age. Indications are that the tempo of 
opposition to independent action has 
increased within the past year. How- 
ever, the decided cases under the all- 
industry law have consistently vindi- 
cated the position of the proponents of 
independent action. 

An equally important question is 
whether deviations or independent fil- 
ings should be allowed without any 
previous loss experience within the 
jurisdiction. Do such filings involve 
loss leader selling and other unfair 
practices which may contribute to fu- 
ture dominance by large independents, 
he asked. 

One of the most serious obstacles to 
competitive rate filing lies in the spe- 
cial position of the bureau as a party 
in interest in opposing independent 
filings. The subcommittee will cer- 
tainly wish to determine whether 
changes in the law are needed re- 
specting the legal rights of the bu- 
reaus. 

The battle rages over who shall con- 
trol the package policy, he said. This 
appears to involve a basic conflict be- 
tween the rating organizations and the 
independents. An action is pending in 
New York involving the right to make 
an independent filing of a multiple 
peril mercantile policy, and a similar 
filing now being disputed in Kentucky 
will probably be fought through the 
Supreme Court. Furthermore, industry 
spokesmen are reported to have ex- 
pressed their intention to pursue this 
litigation in every state, if necessary, 
to preserve their position in the pack- 
age policy field. 


The subcommittee will carefully 
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scrutinize all underwriting profit for- 
mulas, including the standard profit 
formula of 1921, Mr. McHugh stated. 
The formula for measuring reasonable 
underwriting profit for fire insurance 
followed quite closely the recommen- 
dations of National Board. This for- 
mula has never been thoroughly ana- 
lyzed to justify its use in the regula- 
tion of rates and the measurement of 
profits, he said. 


Apply Subjective Standards 


Commissioners apply standards to 
rate filings which are largely subjec- 
tive in nature, he observed. Is such a 
vague standard of rate review ade- 
quate for effective administration? 

If dividends can be paid for various 
classes of business, regardless of ac- 
tual or projected loss experience and 
costs of administration, unfair discrim- 
ination can result. Therefore, the com- 
missioner’s authority over dividends 
must be ascertained. 

The subcommittee wants more reli- 
able data as to the extent of competi- 
tion in the various lines of coverage 
within each jurisdiction. 

Many segments of the insurance in- 
dustry, he concluded, for reasons 


+ 
‘ 


15 


which may be perfectly valid, have 
been insulated in large measures from 
the invigorating atmosphere of real 
competition, particularly at the rate 
level. This study of insurance can il- 
luminate soft spots where competition 
has not achieved its maximum u‘ility. 
Only in this way can government, fed- 
eral and state, intelligently approach 
regulation in the public interest. 


Western Adjustment Names 


Goeller District Manager 


Western Adjustment has appointed 
C. G. Goeller district manager in east- 
ern Ohio for the area serviced by the 
Youngstown, Niles, Warren, Steuben- 
ville, and Bellaire branch offices. He 


will also continue as manager at 
Youngstown. 
Mr. Goeller joined Western at 


Youngstown in 1950. He subsequently 
served at Warren and in 1956 was 
made resident adjuster at Niles. In 
1957 he was appointed manager at 
Youngstown. He will operate as dis- 
trict manager under the supervision 
of F. M. Aspinwall, regional supervisor, 
at Cleveland. 


The Key To Greater Profit 


This year for the first time thousands of agents 
and brokers will write excess and surplus line 
coverages for their clients. They will enjoy a 


new experience. 


Entry into this new field of production and 
profit will establish for many producers a perma- 
nent, lifetime association with the special risk 


market — give them new tools and broader scope 


in their ability to handle larger risks. 


Bowes & Company welcomes those agents 
and brokers who seek new opportunities in 


expanding their present sales volume. It offers 


every facility, every means of cooperation to 


establish a permanent, life-time relationship. 


Both large and small producers will find 
Bowes & Company the key to greater profit. 
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Conventions 


April 19-21, Mississippi mutual agents, annual, 
Hotel Heidelberg, Jackson. 

April 19-21, Rocky Mountain Territorial Con- 
ference of NAIA, Broadmoor Hotel, Colorado 
Springs. 

April 21, New Hampshire agents, midyear, 
Manchester Country Club, Manchester. 

April 26-28, National Board of State Directors 
of NAIA, midyear, and Far West Agents Con- 
ference of NAIA, annual, Westward Ho Hotel, 
Phoenix. 

April 26-28, Iowa agents, annual, Roosevelt 
Hotel, Cedar Rapids. 

April 29-May 1, Zone V of NAIC, Arlington 
Hotel, Hot. Springs, Arkansas. 

April 30, Chicago I-Day, Conrad Hilton Hotel. 
April 30, Midwestern Independent Statistical 
Service, annual, LaSalle Hotel, Chicago. 
April 30-May 1, Conference of Mutual Cas- 
ualty Companies, claim conference, Conrad 

Hilton Hotel, Chicago. 

April 30-May 2, North Carolina agents, annual, 
Carolina Hotel, Pinehurst. 

May 3-5, Alabama agents, annual, Whitley 
Hotel, Montgomery. 

May 3-5, Florida mutual agents, annual, 
Robert Meyer Hotel, Jacksonville. 

Way 3-5, New York agents, annual, Hotel Syr- 
acuse, Syracuse. 

a 4 3-5, Zone 3 of NAIC, Sheraton-Seelbach 

tel, Louisville. 

May 4-6, American Mutual Insurance Alliance, 
annual, Edgewater Beach Hotel, Chicago. 

May 4-6, Health Insurance Assn., Bellevue- 
Stratford Hotel, Philadelphia. 

May 4-6, National Assn. of Mutual Casualty 
Companies, annual, Edgewater Beach Hotel, 
Chicago. 

May 5-8, Insurance Accounting & Statisti- 
cal Assn., annual, Ambassador Hotel, Atlan- 
tie City. 

May 6-8, National Assn. of Independent Insur- 
amce Adjusters, annual, Shamrock Hilton 
Hotel, Houston. 

May 7-8, Missouri mutual agents, annual, 
Governor Hotel, Jefferson City. 

May 11-13, Pacific Board, annual, Biltmore Ho- 
tel, Santa Barbara, California. 

May 11-14, National Assn. of Insurance Brokers, 
annual, Waldorf-Astoria, New York. 

May 12, Assn. of Casualty & Surety Compa- 
nies, annual, Waldorf-Astoria, New York. 

May 12-15, Insurance Company Education 
Directors, annual, Skytop, Pa. 

May 14, Surety Assn. of America, annual, 
Astor Hotel, New York. 

oy 14-15, Arkansas agents, annual, Arlington 
otel, Hot Springs. 

May 14-15, Central Claim Executives Assn., 

Marott Hotel, Indianapolis. 

May 14-15, National Assn. of Casualty & Surety 
Agents, midyear, Ambassador Hotel, Chicago 

May 18, Vermont agents, spring meeting, Wood- 
stock Inn, Woodstock. 

May 18-20, American Assn. of Managing Gen- 
ral Agents, annual, Essex House, New 

ork. 

May 18-20, Illinois Bureau of Casualty Insur- 

ers, annual. St. Nicholas Hotel, Springfield 

May 18-20, Insurance Accounting and Statis- 
tical Assn., annual, Ambassador Hotel, At- 
lantic City. 

May 20, National Automobile Underwriters 
Assn., annual, Statler Hotel, New York. 


| May 21, National Board of Fire Underwriters, 
k 


annual, Biltmore Hotel, New York. 

May 21-22, Casualty Actuarial Society, spring 
meeting, Ambassador Hotel, Atlantic City. 

May 21-23, Texas agents, annual, Texas Hotel, 
Fort Worth. 

May 21-23, Florida agents, annual, Jacksonville. 

May 28-29, Georgia agents, annual, Biltmore 
Hotel, Atlanta. 

June 1-2, Eastern Underwriters Assn., mid- 
year, Otesaga Hotel, Cooperstown. 

June 5-6, Virginia agents, annual, Greenbrier, 
White Sulphur Springs, W. Va. 

June 7-9, Georgia mutual agents, annual, King 
and Prince Hotel, St. Simons. 

June 7-9, Tennessee and Kentucky Mutual 
agents(combined), annual, Andrew Jackson 
Hotel, Nashville. 

June 8-10, Southeastern Underwriters Assn., 
annual, Homestead, Hot Springs, Va. 

June 8-12, NAIC, annual, Statler Hotel, Bos- 
ton. 

June 11-13, Mississippi agents, annual, Edge- 
wate: Gulf Hotel, Edgewater Park. 

June 10-14, National Assn. of Public Insurance 
Adjusters, annual, Concord Hotel, Kaimesha 
Lake, N. ¥ 

June 14-17, Conference of Mutual Casualty 
Companies, management conference, Ant- 
lers Hotel, Colorado Springs, Colorado. 

June 14-18, International Assn. of A&H Un- 
derwriters, annual, French Lick-Sheraton, 
French Lick, Ind. 

June 15-17, Michigan Capital Stock Ins. Assn., 
Michigan Blue Goose, Michigan Fire Preven- 
0 as annual, Gratiot Inn, Port Huron, 

ic 

June 17-18, Illinois farm agents, annual, Jeffer- 
son Hotel, Peoria. 

June 17-19, Maryland agents, midyear, Com- 
mander Hotel, Ocean City. 

June 18-19, Delaware agents, annual, Rehoboth 
Beach Country Club, Rehoboth Beach. 

June 21-24, Insurance Advertising Conference, 
annual, Williamsburg Inn, Williamsburg, Va. 
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GAB Names Perkins In 
N. Y.. Two In Maine 


General Adjustment Bureau has 
named Russel G. Perkins executive 
general adjuster of the eastern depart- 
ment. He will continue to make his 
headquarters in New York where he 
has been serving as general adjuster 
since 1953. His duties will include 
supervision of business interruption 
losses. He joined GAB in 1923 and has 
been manager at Jamaica and Hemp- 
stead, N.Y., and at Philadelphia. 

Lester B. Howard, general adjuster 
for Maine and manager at Bangor has 
retired. Stanley F. Hanson succeeds 
him as general adjuster and will con- 
tinue as manager at Portland. John C. 
Howard has been named manager at 
Bangor. 

Lester Howard served with Granite 
State Fire and Fidelity-Phenix before 
joining GAB in 1926. He _ was 
senior adjuster at Bangor several 
years. In 1932 he became manager 
there and, in 1946, general adjuster. 
Mr. Hanson joined the bureau in 1930 
and served at Bangor and Portland. 
He was appointed manager at Port- 
land in 1946. John Howard joined GAB 
at Bangor in 1941 and has been senior 
adjuster there for several years. 


N. Y. Insurers Meet To 
Plan Local Fund Campaign 


Representatives of 28 insurers with 
offices in New York City attended the 
first interim-campaign seminar for 
Greater New York Fund at the of- 
fices of America Fore Loyalty group. 
J. Victor Herd, president of the group 
and chairman of the insurance sec- 
tion of the fund’s campaign last year, 
initiated the idea for the seminar and 
organized the meeting. 

The fund, comprised of 425 health, 
medical and social welfare agencies 
which serve all who work or live in 
the five boroughs of New York City, 
raises money once a year through 
contributions from the business com- 
munity. 

During the seminar, headed by Wal- 
ter U. Westcott, vice-president, and 
Robert Potter, superintendent of per- 
sonnel, both of America Fore Loyalty, 
the methods for conducting a success- 
ful voluntary payroll deduction plan 
for employes were explained. Last 
year’s program at America Fore Loy- 
alty through which employes’ con- 
tributions to the fund reached $8,250, 
compared with $4,792 in 1957, was 
used to illustrate the procedures. Mr. 
Westcott was in charge of the em- 
ploye campaign. 

Increased employe contributions 
throughout the insurance field in 1958 
helped bring the fund a total increase 
of 38.8% over the preceding year. 
Campaigns were conducted among 
employes of 58 insurers. 

New Surplus Line Agency 

J. A. Laudan has organized a surplus 
and excess lines office, operating as 
Special Risk Underwriters Agency, at 
114 West Tenth Street, Kansas City. 
An insurance man since 1940, Mr. Lau- 
dan has been executive vice-president 
of Insurance Facilities Corp. of Mis- 
souri. 

Special Risk Underwriters Agency 
handles business only through agents 
and brokers. It writes with Lloyds, and 
specialized domestic insurers. 


Richmond County (N. Y.) Assn. of 
Insurance Agents held its annual 
agents forum April 15 at the Embassy 
restaurant, Staten Island. The forum 
covered fire, casualty and life forms. 
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Loyalty Raises Four 
In N. Y., Brooklyn 


Horace A. Moodie has been named 
manager of Loyalty group at New 
York to succeed the late Edmund J. 
Donegan. Mr. Moodie has been with 
the group 19 years. Joseph D. McNal- 
ly, with the group 18 years, most re- 
cently as New York casualty super- 
intendent, replaces Mr. Moodie as as- 
sistant manager. 

Allen Knapp has been appointed 
manager at Brooklyn to succeed Fred 
J. Minton, who retired after 40 years 
in the business, 30 of which were with 
Loyalty group. He had been manager 
at Brooklyn since 1940. Mr. Knapp, 
with the group 32 years, has been as- 
sistant manager at Brooklyn since 
1954. David A. Wesley, a 23-year vet- 
eran, becomes assistant manager. 


U. S. Chamber Against 


Federal Radiation Cover 


U. S. Chamber of Commerce has 
urged the joint commercial atomic 
energy subcommittee of Congress to 
reject proposals for superimposing on 
state compensation systems a federal 
plan to insure workers against radia- 
tion injuries. This would be an added 
burden on employers and might dis- 
courage some from entering the com- 
mercial atomic energy field. 

Many states already provide full 
coverage for workers injured by 
radiation, and other states are making 
special studies of the hazard in order 
to provide coverage. Therefore there is 
no emergency situation requiring fed- 
eral intervention, the chamber stated. 


New Cal. Reciprocal 


All Coverage Exchange has been li- 
censed in California as a multiple line 
reciprocal insurer. Initially it will con- 
fine operations to substandard auto 
material damage lines. 

The president is R. G. Horwitz. In 


1935 Mr. Horwitz organized United 
Employers Corp. at Chicago for self- 
insurers. Three years later he organized 
Highway Mutual Casualty which he 
managed until 1944 when he moved to 
Tucson to organize Republic Indemnity. 
He went into the general agency busi- 
ness at Los Angeles in 1952. 

F. A. Tretta, who has been with Fi- 
nancial Indemnity, is sales manager of 
All Coverage. He has been in the busi- 
ness since 1945. 
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Aetna Casualty Names 
Madama To Fire Post 


Aetna Casualty has appointed Ed- 
ward A. Madama assistant fire man- 
ager at New York. He succeeds Clif- 
ford J. Smith, who is retiring. 

Mr. Madama joined Aetrja Casualty 
at the home office in 1936 and subse- 
quently served as a special agent in 
Ohio before going to New York as 
superintendent three years ago. 
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BOSTON’S aia Local “Home Office” 
| Organization was planned for 


Youthful, progressive 
management of Boston 
Insurance Group’s 
organization assures 
local independent 
Insurance Agents of 
cooperative, energetic 
support in achieving 
their growth goals. 
Decentralized “Home 
Offices” are strategically- 
located, and staffed and 
authorized to render all 
decisions affecting Agents 
and their clients. 


if you seek greater 
development opportunities, 
you can rely on Boston’s 
alert modern organization .. . 
efficient sales program... 
complete portfolio of coverages 
(Fire, Iniand Marine, Ocean Marine, 
Casualty. Surety and related coverages) 
.. Close liaison and fast claims service 
.. and established reputation in the 
finest New England tradition to help 
you realize these opportunities faster. 
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Editorial Comment 


What Of The Field Man, Past And Future? 


The following discussion of the role 
of the field man in insurance distribu- 
tion, presented to Buffalo Field Club 
by Herbert S. Brewer of Lockport, 
president of New York State Assn. of 
Insurance Agents, is given in its en- 
tirety: 

The field man traditionally has been 
the person on whom the company re- 
lied for growth and the quality of 
growth—underwriting at the source— 
and the person on whom many agents 
relied from the outset of their careers 
to steer them toward success. In for- 
mer days, many agents were put into 
the business by field men. 

It was the field man to whom the 
new agent or the prospective new 
agent went to find out how to get into 
the business. The field man supplied 
him with educational material, or told 
him where to get it—material which 
enabled him to pass the license exami- 
nations and get started. The field man 
pointed out sources of business. He 
explained how to handle that business. 
He was an expert on office procedures 
and could help the agent in that re- 
spect. 

His function was one of authority. 
He was a faithful counselor. 

The agent relied on the field man, 
and the field man relied on the agent. 
They made a team which was highly 
effective, as the record shows. 

As the agent’s business grew, the 
field man assisted him with special 
problems as they arose. He interceded 
with the home office in the agent’s 
interest. He helped the agent out on 
difficult risks. He encouraged the 
agent to continue his education. The 
best “salesman” of good technical pub- 
lications has always been the field 
man. 

The field man on whom the agent 
heavily relied, and to whose company 
the agent tended to give the most and 
the best business, arrived on the scene 
with a briefcase full of useful material, 
a head full of ideas and projects, and a 
heart full of intelligent best wishes. 

The field man with imagination and 
energy was the best friend an agent 
had. 

There is evidence that in recent 
years the companies have not used the 
field man as skillfully and as success- 
fully as they might have done. Cer- 
tainly not all companies have used the 
field man up to the limit of his capaci- 
ties and abilities. The indications today 
are that there are not too many field 
men, but there are too many field men 
just making drop in calls and asking 
for business. In many respects the 
field man is needed more today than 
ever, as competition itensifies, under- 
writing gets out of hand, and the 
problems faced by the agency insurers 
loom larger. 

How can a field man be of more use 
to an agent? If the agent has not sent 
out a call for him, wouldn’t it be better 
to arrange by correspondence some 
special purpose for the benefit of the 
agent? If he plans every call on this 
basis, the field man will make fewer 


calls, but the calls will produce results 
for both the company and the agent. 
The agents will begin to look for the 
field man instead of hoping to avoid 
him. 

It is hard to visualize an agency 
system without a field man. His func- 
tion is that of sales supervisor, under- 
writing guide, marketing expert and 
educational leader. The best field man 
takes to the agent fresh ideas from 
other cities and towns, and from other 
faraway sources. He should be as full 
of news and ideas as a spinster’s hope 
chest. He can translate what is going 
on into comments of real significance 
to the agent. He can translate techni- 
cal terms and situations into terms 
that mean something to the layman- 
buyer. 

Companies that know how or learn 
how to use the field man to the full 
extent of his abilities, talent and 
training will prosper in the new era of 
tough competition. He will be one of 
the major assets of the company. 
Without him the company will not 
know what is going on in the field, 
and the agent will not know what is 
going on in the company ranks and, 
often, in other agencies throughout his 
territory. The field man is a link with 
the insurer’s market. What market 
research has been done, the field man 
has done most of it. 

If you are looking for advice, get 
with a company that expects a lot of 
its field men, relies on them, trains 
them well, and keeps them up to a 
high standard of performance and 
results. 

The field man himself could have a 
good deal more to do with his destiny 
if he conceived his work to be all this 
and mere too, and then began to do 
some, a few, of these things. 

This does not sound like rebellion or 
revolution. After all, companies don’t 
always know what to do. Some of 
them do not even know what they are 
doing. In the agency system type of 
operation, the field man has a chance 
to be creative in connection with his 
own function, his contribution to the 
results. In these times, if he isn’t crea- 
tive, he may not survive. If he doesn’t, 
neither will his company. 





Personals 


Leonard S. Poor, manager of Mis- 
souri Inspection Bureau, has been con- 
fined to his home by illness the past 
two months. 





Tex. Fire Hearing May 5 

The Texas department has scheduled 
a hearing May 5 at Austin to consider 
changes in fire, wind and EC rates, 
rules, forms, etc. “and all other matters 
pertaining to the writing of fire and 
allied lines of insurance.” 

Anyone desiring to have a subject 
on the agenda is requested to file with 
the department by April 28 a written 
statement in quadruplicate of the sub- 
ject, the action requested, and reasons 
and supporting data. 


Deaths 


GUY R. FARRIS, 72, local agent at 
Conway, Ark., and past president of 
Arkansas Assn. of Insurance Agents, 
died at his home after a long illness. 
He had been in the agency business in 
Conway since 1916. He started with the 
late C. E. Durham, and opened his 
own office in 1936. 

Mr. Farris in 1926 was the leader 
of a group of “independent” agents 
who broke away from the Arkansas 
association to form a second group of 
agents, Arkansas Insurors Assn., in 
protest against the “bank agencies” 
which he felt were attempting to con- 
trol the regular organization. For two 
years the state had two associations of 
local agents until they merged in 1928. 


WILLIAM C. CARLSON, 77, retired 
Seattle agent, died following a long 
illness. He founded the W. C. Carlson 
agency in 1930 and retired a year ago 
because of ill health. 


OSWALD PATOUT JR., 45, manager 
of Bourgeois & Patout agency of Jean- 
erette, La., died at his home. 


FLORENCE C. PETERSON, 64, for- 
mer index department head of Phoenix 
of New York, at Chicago, died at 
Evanston. Miss Peterson, who retired 
in January after 40 years with the 
company, was a past president of In- 
surance Distaff Executives Assn. of 
Chicago. 


ROBERT J. HAUBENREISER, 41, 
vice-president and assistant treasurer 
of Southeastern Fire of Charlotte, N.C., 
died following an automobile accident. 


JAMES S. GOODWIN, 77, retired 
manager of the Chicago department of 
London Assurance, died at Chicago. Mr. 
Goodwin was in charge of London 
Assurance and Manhattan F.&M. in 
Chicago for more than 25 years. He 
started his insurance career in 1901 


Stocks 


By H. W. Cornelius, Bacon Whipple & Co., 


























135 S. LaSaHWe St., Chicago, April 14, 1959 
Bid Asked 
$ $ 
FR TIN sven cisiniatnscinerivtincsns 195 200 
Aetna Fire ........... 75 76% 
Aetna Life .. 249 253 
American Equitable 42 44 
American (N. J.) .......... 27 28 
American Motorists .. 17% 18% 
American Surety ...... 20% 21% 
II, -<sasccpcsibpieevsccmneetpeas 34% 35% 
Continental Casualty .. . 129 131 
OE BE TIE sicctincnisricernsarscince. UE 79 
Federal 6312 65 
PRCCRIS. TG onsecscsssssesiscssesscesere 55 56% 
IIE. IIIS: cninssnisbsevspeciscssobtennces 79 81 
Glens Falls 39 404% 
Great American Fire ................. 43 44 
I ID sinesetnccerassctennteracsassccsease 191 195 
RNIN TEIN oi cisinccescscctconssosuinensncan 40 41 
ONIN Ss Uk: cacinspincsesccesecpsssnssesns 51 52 
Ins. Co. ef No. America ............ 135 137 
I a 36 3744 
Maryland Casualty... 40 41 
ec RE 33% 35 
IE UIIIID  csnsrsstnconansnsasosacabenscosecs 119 122 
UPR  TIRMINOIIE « ccisntscrciecnsnsocs socetcanieie 42 43 
New Amsterdam Cas. ...........:0c00 51 52% 
BUOUE - BRIIIGIITD...siscecsaseserscscsscsecee 45 47 
be 44 46 
Ohio Casualty ....... 30 Bid 
SUING MMINNIN * cssciccsasouneesescdininieessians 82 4 
POOY: WOM. sccceniscnss 21% 22% 
Reins. Corp. Of N.Y. c.cccccccsoscsessses 19% 21 
Reliance 48% 50 
oe cg ph a, REST 59 61 
Springfield F. & M. 31% 32% 
Standard Accident .........c.ccccce 61 6242 
Travelers 90 92 
ROE WE Ay Aas ieditentileiscsensianasodaee 85 87 
U. S. Fire 30% 31% 
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with the New York agency of Hall & 
Henshaw, in which his father, Warren 
F. Goodwin, was a partner. In 1907, 
Mr. Goodwin became brokerage man- 
ager for Moore, Case, Lyman & Hub- 
bard agency of Chicago, and later was 
with Rollins Burdick Hunter Co. He 
was appointed Cook County manager 
of London group in 1920. He retired 
in 1947. 


PETER J. KEANE, 89, of Cumber- 
land, R. I., father of J. Edward Keane, 
vice-president of American Home 
agency of Illinois, died. 


ALBERT NEUENSCHWANDER, 
founder of Brotherhood Mutual Fire of 
Fort Wayne in 1917 and co-founder 
of Brotherhood Mutual Life in 1939, 
died at Grabill, Ind. He was executive 
secretary and later president of the life 
company, resigning in 1955. He was 
chairman of both companies until his 
death. 


HALSEY C. BILTER, 73, state agent 
in Cook County, Ill., of Royal, who re- 
after 30 years with the company, died 
tired in 1948 after 30 years with the 
company, died in a Hinsdale, IIl., nurs- 
ing home. 


MRS. J. P. GIBSON JR., whose hus- 
band is president of American Mutual 
Re, died in St. Joseph’s Hospital, Chi- 
cago, where she had been recovering 
from a heart attack. 





Utah Department Begins 
Independence Sans $ 


Due to a legislative oversight, the 
Utah department, which has been sep- 
arated from the department of busi- 
ness regulation, will begin its indepen- 
dent operation May 12 without funds. 

After making the department inde- 
pendent, the legislature, in the con- 
fusion of the closing days of the ses- 
sion, neglected to provide any money 
for departmental operations from May 
12 until the end of the fiscal year, June 
30. The appropriation for the next 
biennium is indefinite, depending on a 
footnote to the regular appropriation 
= the department of business regula- 


As of July 1, depending on legal 
interpretation of that footnote, the 
department faces the possibility of 
being stranded with no money or an 
im adequate amount. 


Boston Salvage Corps 
Closes Down April 30 


Boston Protective Department, in- 
surer supported salvage operation, will 
cease operations after 85 years on 
April 30. The termination is in line 
with National Board’s recommendation 
to abolish all patrols by June 30. 

The city will not continue the oper- 
ation, which has cost insurers approx- 
imately $200,000 annually. 


N. Y. Insurance Buyers 
To Hear Plaintiff Lawyer 


New York chapter of American So- 
ciety of Insurance Management will 
hear Harry A. Gair, New York attor- 
hey and former associate editor of Na- 
tional Assn. of Claimants Compensa- 
tion Attorneys Law Journal, at its 
April 23 meeting at Sheraton-McAl- 
pin Hotel, New York. 
Hellie Finnish Mutual President 

W. J. Hellie, local agent at Iron- 
wood, Mich., has been elected presi- 
dent of Finnish Mutual Fire of Calumet, 

h. He had been vice-president. 

Mutual operates in Michigan 

od Minnesota. 
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Sonic Boom May Not 
Be Explosion, But 
It's Devastating 


More than 300 Indiana insurance 
men attending a luncheon in Indiana- 
polis sponsored by Indiana Assn. of 
Fire Adjusters were told by Stratton 
O. Hammon of Louisville, engineer, 
architect and expert on vibration dam- 
ages, that sonic boom is devastating 
enough to injure humans and damage 
buildings. 

Mr. Hammon said sonic boom was 
once laughed off by the Air Force as 
too harmless to crack plaster, but that 
opinion has been backed away from, 
although the Air Force still maintains 
the boom could not cause structural 
damage. 

Mr. Hammon was an expert witness 
in a recent trial at Montgomery, Ala., 
in which the sole issue was whether 
sonic boem is an explosion in the legal 
sense. This case is still out for decision. 
The litigation resulted after a jet pilot 
skimmed a runway at an Alabama 
airport, causing two sonic booms which 
resulted in damage to the airport’s new 
control tower. The insurer refused to 
pay, contending the cause of damage 
was not an explosion. The judge who 
heard the case has yet to rule on the 
matter. 

Mr. Hammon offered 11 technical 
reasons, why, in his opinion, sonic boom 
is not an explosion. He said 3,600 
explosion claims have been filed in 
Oklahoma City alone in recent months 
on the explosion theory. 

Thomas Reese, American States, 
was chairman of the meeting and 
acted as interlocutor—asking leading 
questions of Mr. Hammon _ which 
formed the basis of his remarks. 

The meeting was attended by 15 
company vice-presidents and most of 
the leading: underwriting personnel of 
companies in Indianapolis and vicinity. 


Ohio Agents’ Committee 


To Study Commissions 


Ohio Assn. of Insurance Agents has 
appointed a special committee to study 
the commission situation. The commit- 
tee is scheduled to compile and cate- 
gorize the general pattern of commis- 
sions throughout the state. Then a se- 
ries of regional meetings with member 
agents, company officials and regula- 
tory officials will be held. 

The special committee on commis- 
sions grew out of a meeting held in 
Columbus a few weeks ago attended 
by trustees of the Ohio association 
and some 85 local board representa- 
tives. 


Colo. Department On 
Trail Of Starfire Ins. 


Commissioner Beery of Colorado has 
sent a bulletin to all other commission- 
ers warning them of a one man opera- 
tion going under the title Starfire Ins. 
Co. 

Kenneth D. Legler was arrested in 
Colorado for soliciting insurance with- 
out a license for Starfire, alias Starfire 
Ins. Assn., alias Starfire Mutual. There 
is no such company. Mr. Beery notes 
that Legler printed his own policies, 
handled his own losses, did his own 
bookkeeping, solicited through finance 
companies, wrote only “rejects,” and 
used NAUA and National Bureau rates. 

It is known that 140 contracts were 
issued in the Starfire. Other states 
having experience with this company 
are asked to contact the Colorado de- 
partment. 























SLANT 


Makes the Difference 


Of Midwest Excess & Surplus line facilities, only Geo. F. 
Brown & Sons has its own complete claim service. It 
means a totally different slant to claim handling: men who 
know every background consideration . . . who have direct 
authority to act . . . who support good broker-client rela- 
tions. Clients get the fast handling that holds business, 
builds business. 


See what the difference does for you. Place your next spe- 
cial risk through the complete Surplus line facility . . . 
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Principles And Practices Of Insurance 
Program For Municipal And School Risks 


BUFFALO—tThe proper handling of loss ratie of slightly more than 50 for 


municipal and school business was 
outlined by Paul V. Hartelius, vice- 
president of America Fore Loyalty, at 
a panel discussion of the subject dur- 
ing that joint session of Eastern Agents 
Conference and Buffalo I-Day. This is 
one type of business, he indicated, on 
which competent company and agen- 
ey service is essential and is ap- 
preciated. 

Municipalities and boards of edu- 
cation face many complex problems 
today, notably in conservation of as- 
sets entrusted to their stewardship as 
administrators. The importance of this 
conservation increases as taxes rise, 
services expand, properties grow in 
number and value, and additional ex- 
posures to loss are created. 

The need (and opportunities). for 
service from agent and company are 
intensified by the fact that public 
buildings are to be kept in a safe 
condition for persons who use them; 
adequate prevention measures must 
be taken against fire and other perils; 
only competent and honest persons are 
employed under safe and healthful 
working conditions; motor’ vehicles 
and other modern machines are to be 
properly maintained and safely opera- 
ted; and property and funds must be 
protected against vandals, thieves, and 
others with unlawful designs upon 
them. 


Plus Values In Insurance 


But beyond that, because of human 
frailty and budget limitations, a sound 
and complete insurance program plays 
an important part in fulfilling both 
moral and factual obligations of ad- 
ministrators, he pointed out. Thus in- 
surance not only assumes the losses 
but promotes social and economic 
benefits through loss prevention, safe- 
ty programs, etc. 

Self insurance funds of political 
subdivisions in most instances contain 
many inequities, inconsistencies and 
serious shortcomings, Mr. Hartelius 
observed. In one case losses in two 
years exceeded the fund by more 
than 300%, to the dismay of taxpay- 
ers, who had to make up the deficit 
of more than $5 million. 

Eight states presently operate under 
self insurance plans, he said. There 
used to be 20, but the others: tried 
them .and then turned to private in- 
surers, some after disastrous experi- 
ence. Thus the “do-it-yourself idea” in 
insurance, as in law and medicine, is 
not an answer, he said. 


Some Have Experimented 


Some cities have experimented with 
self insurance. But the vast majority 
purchase insurance in the convention- 
al manner. The Municipal Yearbook of 
1956 shows that of 738 cities of more 
than 10,000 population, 723, or 98%, 
insure properties against fire loss with 
insurers. Some exclude their water 
works, sewage treatment plants and 
similar units from coverage. 

Some cities, he said, do not insure 
fire houses. However, National 
Board’s record for this type of build- 
ing shows a poor experience. Fre- 
quency of fires in fire stations 
prompted the board in 1949 to issue 


a special interest bulletin. This re- 
ported on 100 such fires and their 
causes. The study revealed conditions 


which violated practically every fire 
prevention principle. 

However, he noted, municipal busi- 
ness has exhibited an acceptable fire 


the latest available five years. 

A good insurance program in this 
field is not self-operating, Mr. Harte- 
lius warned. Services which the agent 
and company provide for the custodian 
of the taxpayers’ money are many, 
varied and valuable. In addition to 
establishing a proper program, agent 
and company must maintain it on a 


current basis at all times—an unre- 
mitting task of real proportions: Eval- 
uation of insurable property, engineer- 
ing service in fire and aceident pre- 
vention, and establishment of favor- 
able rates through lower losses and 
higher safety consciousness. 

The time to make a school or other 
public building safe from fire and ac- 
cident is when the plans for its con- 
struction are on the drawing board, 
he said, Here the agent can make 
available the engineering services of 
his companies, without cost to insured. 
Wise planning at this stage will pro- 
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duce benefits of a lasting hature ang 
enhance the agent’s position. Changes 
easily made on the blueprint ofte 
are expensive or impracticable whe 
construction is completed. 

He pointed out that a sound ingy;. 
ance program gives the public conjj. 
dence in the public administrator 
which enhances the agent’s and the 
administrator’s prestige. 


Lists Specific Services 
Among the specific services for the 


agent to do or help do Mr. Harteliys 
listed are: 














Fabian Bachrach 


“The past always 

has historic interest, 

but rt 1s the present 
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—Fstablishing and maintaining ade- 
quate records. 

—Appraisals from insurer or other 
reliable sources to establish insurable 
value, plus periodic adjustment of 
valuation reports to keep them cur- 
rent with changing construction costs. 

—Annual valuation of contents’ in- 
ventories. Since teachers and custo- 
dians are required at the end of the 
spring teym to make inventory and 
report the condition of property in their 
custody, this is a good time to esti- 
mate insurable value. 


—Examination of a running account 
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of all mew purchases and also dis- 
posals. 

—Frequent review of rating data 
and physical inspection of properties 
to keep rates at the lowest possible 
levels. 

—Uniformity of coverage 
multiple locations are involved. 

—Getting responsibility for cover- 
age in the hands of one agent or 
agency, though commissions are di- 
vided. 

—Assistance to the municipal or 
school budget body in_ estimating 
probably future insurance costs. 


where 
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Lang Stresses Claims Man’‘s Role In 
Underwriting At Mutual Company Parley 


One of the most important factors 
in good insurance operation is a close 
personal working relationship between 
underwriters and claims men, accord- 
ing to Howard B. Lang Jr., claims 
vice-president of MFA Mutual. He told 
the underwriting conference in Chi- 
cago of Conference of Mutual Casualty 
Companies that the two departments 
must develop mutual respect and un- 





A 75-year past... 


A FUTURE 
OF DYNAMIC 
PROMISE 


April 14, 1959 marks the three-quarters of a century point for American 
Surety Company. A pioneer from the beginning, it was the first corpora- 
tion in the United States authorized by law to write surety bonds. 
More significant, however, is the fact that American Surety has been 
pioneering ever since. In 1956 it became the first multiple line company 
in New York to organize a life affiliate, The American Life Insurance 


Company of New York—so that one company group could provide com- 


plete protection for property and human values. 


Today as never before, we are in a period that calls for considered 
changes. About us are new challenges, new opportunities undreamed of 
yesterday. And American Surety is well prepared to meet them. . . to 
continue its trail-blazing role and maintain the leadership that its pio- 


neering has won. 


To all who have contributed to our progress, we extend our thanks— 
and the assurance of our continued ellorts toward thezr progress in the future. 
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derstand each other’s problems. 

Mr. Lang cited an example of lack 
of claims and underwriting coopera- 
tion. Several years ago, one of his 
adjusters was assigned to investigate 
an accident involving a 16 year old boy 
On the way to find the boy, the claims 
man saw a car approaching which 
looked like the vehicle operated by the 
young driver in question. The car was 
traveling at a terrific speed, and al- 
most struck the adjuster. He recom- 
mended cancellation because of the 
driving he had observed. 

Nothing further was heard until six 
months later when this young driver, 
in a speed test with another youngster, 
had a bad accident which cost practi- 
cally the limits of coverage. The 
underwriter involved stated that he 
had not felt, in reviewing the original 
recommendation, that the particular 
incident related by the adjuster pro- 
vided sufficient reason to cancel. No 
further investigation had been made 
into the young driver’s background. 
The adjuster was disgusted because 
his reccmmendation had not been 
followed, and the underwriter involved 
was reminded by management of the 
importance of checking each recom- 
mendation thoroughly. The policy was 
then cancelled—too late. 

Areas Of Cooperation 


There are many examples of how 
close cooperation between claims field 
men and area underwriters has re- 
sulted in great savings to his company, 
Mr. Lang declared. Within the last two 
years, as a result of a claims recom- 
mendation, the underwriters cancelled 
a young man who had a bad personal 
and driving reputation. About 10 days 
after this cancellation, this driver was 
involved in an accident in which six 
people were killed and others were 
injured. Manslaughter charges are 
now pending. 

The field claims man has unique 
opportunities as an on-the-spot under- 
writer through personal contacts, Mr. 
Lang said. The office underwriter must 
be guided by the record and from such 
reports as he is able to obtain. 

Mr. Lang observed that the question 
of cancellation while a claim is still 
pending is a problem. There is no un- 
animous opinion, even within a par- 
ticular company on this subject. To 
cancel is certainly not the best way 
in the world to create good will, nor 
to make it easy to settle a pending 
claim. The claims man _ who sstill 
has to deal with a cancelled insured 
would much prefer that cancellation 
be delayed until the claim has been 
disposed of. It makes his job easier. 
On the other hand, the underwriter and 
the claims man both know that the 
bad risk, if continued, can cause more 
trouble. 

His company’s general rule is that, 
if the risk is bad, the policy should be 
terminated as early as possible, re- 
gardless of the pendency of claims. 
Before the company adopted this poli- 
cy, there were several instances of bad 
second claims which occurred during 
the interim period when a defense 
lawyer had requested the company not 
to cancel. The company has had some 
strong complaints from its defense 
attorneys, but believes that cancella- 
tion has not had any real importance 
in the defense of any case. 

Mr. Lang said underwriters should 
not get the adjuster in trouble with 
agents by informing them that the 
claims man has recommended cancel- 
lation. 
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Analyzes Future Of Agencies And Insurers 


(CONTINUED FROM PAGE 1) 


too high salaries and 
competent personnel; for getting into 
the life insurance business and for 
getting out of water damage. 

But all salesmen tend to do this—to 
criticize the management and _ the 
product. They do it whether they are 
paid a commission, a drawing account, 
a salary, or a combination of the three. 
They do it whether they are high on 
the management team, low on it, or, 
being independent agents, are almost 
wholly divorced from it. 

Life insurance agents do the same 
thing. They object to jumbo group and 
to association cases. They criticize sec- 
tion 213 of the New York law which 
puts a ceiling on the amount of com- 
mission their companies can pay them. 
They are by no means always happy 
with company decisions. 

It: is hardly surprising to find local, 
independent agents objecting to com- 
mission reductions by mimeographed, 
rubber stamped notices. 


Natural Conflict 


for not having 


Between any organization and its 
sales force there is a natural conflict 
which must be watched closely, dis- 
cussed thoroughly, and directed with 
restraint and intelligence on both sides 
—if this conflict is not to stringhalt 
the operation. 

Independent agents and their com- 
panies don’t always fully recognize 
this problem. They have failed to do 
much about it. Living in a climate of 
leisurely competition, it has been al- 
most unnecessary to do so. 

Yet agents and companies would be 
better off today if they had done so. 
Perhaps it is true that those companies 
and agents that have done least about 
it are in the worst shape. It is certain 
that those who have done most of it 
are the best prepared to meet today’s 
situation. That situation has grown 
more competitive as underwriting de- 
teriorated and rates became harder to 
get—even when skimped as much as 
possible to avoid widening the price 
gap between insurers and types of 
insurers. 

In the independent agency system, 
both the tolerance and effectiveness of 
the selling and manufacturing divi- 
sions must be somewhat greater than 
in more “controlled” arrangements—if 
it is to succeed as a competitive sys- 
tem. 

There is no question that insurance 
is going to survive. But is this agency 
and this company going to do so? 

Survival is not going to be a prob- 
lem, I think, where companies apply 
high standards to the agents they 
appoint and agents apply high stand- 
ards to the companies they sign with. 

The franchise of agency representa- 


tion should be regarded more highly 
by both sides. Companies should be 
more particular in granting it, and the 
agent should be careful in assuming 
it—and then in supporting it so that it 
is profitable to the company and serv- 
iceable to his business and his clients. 

The evidence points to the fact that 


those companies that are the most 
particular about appointing agents 
have done better in the past three 


horrendous years than other insurers. 
These are the insurers represented by 
the fewest agents, in relation to their 
volume. To illustrate the point, one 
company writing close to $100 million 
of business a year and making money 
on it has 2,500 agents. This comes from 
a high degree of agency selection, close 
cultivation of agency sources, holding 
the agent to high standards of selling 
and underwriting, and careful, almost 
reluctant, appointment of new agents 
after the closest kind of checking. 

Another insurer writing much more 
business than that has 14,000 agency 
eontracts but gets one-third of its 
volume and one-half of its profits from 
650 agencies. For those agencies that 
is an average of $260,000. Another 
group, receiving almost $400 million 
in premiums in 1958, did it with 7,500 
agents. That is more than $50,000 in 
premiums per agent. Many agency in- 
surers get an average of less than 
$10,000 in premiums per agent and 
perhaps not a tenth of them get as 
much as $20,000 per agent. 

One study shows that out of 82 com- 
panies with annual premiums of $3.5 
billion only 12 insurers received an 
average premium per agent or broker 
of more than $20,000, and 42 had an 
average of $10,000 oer less. Even 
granting the production of a good deal 
of fire business on dwelling units by 
small and part time agents, perhaps as 
a sideline to a real estate operation, or 
in connection with a building and loan 
associa‘ion, this obviously is not ece- 
nomic. 


Small Potato Business 


How can the agent afford to process 
business when it multiplies the process- 
ing by every company that partici- 
pates in his premium volume? How 
can the company afford to maintain 
a field staff to develop this kind of 
small potato business, keep track of 
it and pay losses on it? 

Representing 20 companies was done 
by agents to defend their position. 
This may have been sound, from their 
point of view, when the vast majority 
of companies all did business the same 
way, followed the same rules, had the 
same coverage, charged the same rates, 
and formed pup companies to get more 
agency representation. But those days 





Leaders At Surety Bond Producers M eeting 


At the annual 
meeting of Nation- 
al Assn. of Surety 
Bond Producers at 
New York, from 
left, Francis L. 
Madden, vice- 
president of Amer- 
ican; C. W. Olson 
Jr., Chicago; Ralph 
Neely, Oklahoma 
City, new president 
of the association; 
T. LL. Sedwick, 
vice-president of 
Standard Accident, 
and Harold W. 





MeGee, Los Angeles. Details of the meeting were reported last week. 


North America 
executives discuss 
service marks, old 
and new, against a 
backdrop of the 
newly adopted 
symbol—the let- 
ters INA in white 
within an oval of 
blue — accompan- 
ied by the slogan 
“Insurance By 
North America.” 
In the foreground, 
John A. Diemand, 
shows the com- 
pany’s earliest fire 
mark—a lead star 
on a wooden shield 
—to Bradford 
Smith Jr., execu- 
tive vice-president. 
In the rear, execu- 
tive  vice-presi- 
dents Edmund L. 
Zalinski, left, Life 
of North America, 
and Herbert P. 
Stellwagen, In- 
demnity of North 
America, look on. 
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Mr. Stellwagen holds a manual describing the use of the new mark on all pol- 
icies, stationery, advertisements, other printed materials, buildings and other 
physical properties of the companies. The new symbol replaces the eagle, cor- 
porate symbol for 165 of the group’s 167 years of existence. 





are long gone. 

Consequently, representation of 
many companies is no longer a de- 
fense. When the chips are down, you 
don’t have much influence with the 
fifth company in your agency. Nor does 
that company have much _ influence 
with you. Representing 20 companies 
in a $100,000 agency makes it a $5,000 
agency. 

In reality, putting more and more of 
your business in one, two, or three 
good companies, or company groups, 
is your best defense today against out- 
side direct writers, other agents, lack 
of capacity, excessive costs—and in 
favor of better earnings arrangements 
with your companies, ease of handling. 
and higher net profits. 

One quite successful agent several 
years ago saw the automobile problem 
increasing in difficulty. He solved the 
problem by putting more and more of 
his business in one all lines group. 
Today 80% of all his business goes to 
that group. 

Though he is in an eastern urban 
area, he has been able to place almost 
all the automobile business, private 
passenger and commercial, that he 
could produce, and he does a ton of it. 
He has had no capacity problems in 
other lines. 


Some Control Essential 


Marketing implies some control over 
the selling force. Consequently, if an 
insurer is going to spend a good deal 
of money analyzing markets, designing 
products, and outlining a real mer- 
chandising program, it must have re- 
sponsive selling units to make it worth 
while. In the past the insurer has not 
had to merchandise. It is becoming 
apparent that in the future it will be 
vital for it to do so. 

In any marketing program, the com- 
pany with a_ substantial production 
per agent is winning both the com- 
petitive battle and the fight on ex- 
penses, and so are its agents. 

Although so much of the current 
conversation that is being conducted 
publicly by agents and companies sug- 
gests otherwise, almost every cold fact 
points to a closer relationship between 
the independent agent and his com- 
pany, and between every company 
and its agents. 


Most major trends in the business 
point to representation of fewer com- 
panies by the agent. 

Loss ratios have permanently risen 
—automobile, homeowners, A&S, and 
all third party coverages—which 
heightens the demand for more dollars 
per production unit. To a considerable 
extent, higher ratio means a greater 
return to the consumer. There has 
been little or no exploitation of this 
fact—that insured is getting the big- 
gest bargain in history from his insur- 
ance dollar. Isn’t it important that the 
public understand this, in view of the 
necessity of getting higher rates? 


“All Lines” Reduces Companies 


Acquisition of life companies by fire 
and casualty insurers will tend to 
reduce the number of companies in an 
agency. Most large multiple line groups 
are either seriously considering the 
acquisition of a life company or are 
actively negotiating to purchase one. 

Monthly installment payment plans 
tend to reduce the number of com- 
panies in the agency and freeze the 
business. 

Package policies tend to reduce the 
number of companies an agent can 
use. 

There will be somewhat fewer com- 
panies, or at least company groups. 
This is especially true of medium 
sized companies. Mergers will continue. 

If these developments mean that the 
companies are going to be more care- 
ful in the agents they appoint, doesn’t 
it also mean that the agent is going to 
have to be a good deal more careful in 
his selection of companies? And why 
not? 

There is another significance to the 
quality of the relationship between 
agent and company and the standards 
applied to it. 

As many of the practices of the 
agency system come under scrutiny— 
flat cancellations, free insurance, ex- 
tension of credit, production of infor- 
mation on which companies can base 
sound underwriting decisions, under- 
insurance, and others—the agents re- 
act defensively. This is natural. The 
implication is always there that pro- 
cedures and practices will be changed 


so as to alter the agent’s habits, his 
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“THIS DEPARTMENT HAS PERFECTED WORK SIMPLIFICATION.” 





practices, his income, and his profits, 
if any. 

This points to a fact about the agen- 
cy system which represents one of its 
real weaknesses. More people are get- 
ting paid commissions than earn them 
or are qualified to earn them. This 
creates problems with which it is 
extremely difficult for competent 
agents to deal. Companies are largely 
responsible for this situation. They 
have been so anxious to get production 
that they appointed many persons as 
agents who are unable or unwilling to 
deliver competent agency service to 
insured and a quality of business that 
did not, in tough times like these, turn 
and bite the companies that put it on 
the books. 

Yet the companies are not solely to 
blame. If they have to get more pro- 
duction—and they have had less than 
enough in many cases to maintain a 
healthy growth—and if existing agents 
have not grown and expanded in order 
to produce it, as they have tended not 
to do, where are the companies to get 
more production? 

The best managed companies have 
recognized the problem and have done 
something about it right along. Many 
companies have come to recognize the 
difficulties created for them by poor 
representation. In the days ahead and 
for a long time to come, more will be 
heard of this, more will be done about 
it. 

Companies are coming to see that 
they will have to do more to get good 
men into the agency business—and 
that they will have to pay to do it. 
Agents and companies can work to 
raise the standards of qualification. 
Even commissioners are—if they had 
not already done so—beginning to see 
the wisdom of providing their citizens 
with better agency representation. 

However, strong forces oppose rais- 
ing the standards by legislation. Many 
agency companies have objected to 
such standards. In the past they have 
wanted to retain the freedom to ap- 
point anyone, or almost anyone, who 
controlled any business—on mortgaged 
one-family dwellings, for example, 
which means well over half the single 
family dwellings in the U.S. 


Insurer After Part Timers 


At present one of the largest of the 
“direct writers” is completing prepara- 
tion of a streamlined, abbreviated sell- 
ing kit and training program for part 
timers which it is going to launch 
countrywide. Some part timers are, of 
course, men of position and character 
perfectly capable of delivering proper 
service on a limited class of business. 
I judge that the direct writer’s part 
timers will consist of those the insurer 
believes can produce some business 
for it in automobile, homeowners, com- 
mercial fire, life and A&S. 

Resistance to strengthening agency 


standards may go on. But I don’t think 
it will be as vigorous among agency 
insurers as it has been in the past. 

Of what concern is all this to you, 
the top 25 to 35% of the licensed 
agents of the country, those who be- 
long to their state and national associ- 
ations? 

Because in dealing with major prob- 
lems in the business, and in attempting 
to solve them in the interests of the 
agency system, you find yourself in 
the position of defending poorer agents. 
On many points—such as free insur- 
ance, poor underwriting, etc.—they 
cannot successfully be defended. The 
practices, performance and economic 
worth of these profession poopers—and 
they can be full time as well as part 
time—demean the agency system and 
make it harder to defend than if only 
the competent agents constituted the 
whole of that system. 

Adoption of changes in the business 
to solve the problems created by this 
type of agent may affect you, even 
though you already have solved the 
problems in your own office. 


Signed Application Lies Ahead 


Take, as an example, something you 
will be hearing more of in the days 
ahead, an application signed by the 
prospective insured on new business. 
There is considerable evidence that 
a signed application is essential to suc- 
cessful underwriting of personal auto- 
mobile insurance. Why? Because most 
agents don’t underwrite their business 
carefully. The information they deliver 
to the insurer may be incomplete and 
faulty through no fault of their own. It 
may be simple carelessness, or good 
information takes too much trouble to 
get. Or insured is careless with the 
facts he provides. 

Up until recently companies disre- 
garded signed applications. They con- 
sidered adoption of the practice im- 
practical because of agency opposition. 
But the climate is changing. Old line 
agency companies already have start- 
ed, in selected spots, to require signed 
applications on new automobile busi- 
ness. You may be interested to know 
that direct writers require them on 
dwelling business as well as automo- 
bile. 

By now you have of course read 
about the California plan of National 
Bureau and National Automobile Un- 
derwriters Assn. One significant prac- 
tice involved in the plan that is new for 
bureau companies is an application 
signed by prospective insured. At one 
fell swoop, all automobile applications 
must be signed. In other respects the 
plan embodies some remarkably new 
ideas. This may be the big move of 
bureau insurers to reassert their lead- 
ership in the automobile field. It will 
bear close watching. 

But to return to signed applications. 
What do they do—for the insurer? One 
insurer in the first three quarters of 


1957 had a combined loss and expense 
ratio of 103.7. In the first three quar- 
ters of 1958 the figure was 89.9. Chiefly 
responsible was the introduction of a 
requirement that the agent fill out a 
detailed application and that both the 
agent and insured sign it. 


Forged “Signatures” 


Another agency insurer, which 
showed a very substantial underwrit- 
ing profit on automobile bodily injury 
in 1958, when very, very few agency 
companies did, takes no business with- 
out an application signed by the pro- 
spective insured. An executive of that 
company comments: “In a number of 
cases where the agent has forged ap- 
plications, we have discontinued doing 
business with him.” 

There is one thing the competent 
agency running an efficient operation 
can do to offset the effects of changes 
that are adopted because of what the 
below average agent does. Investiga- 
tion will show, I think, that flat can- 
cellations, for example, are substanti- 
ally less for those companies doing 
business with a comparatively few 
agencies. Why? Because these com- 
panies carefully select their agents to 
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get the very standard of performance 
we are talking about and that you live 
up to. They apply these standards be- 
fore appointment. They appoint agents 
who are using good practices that prac- 
tically eliminate flat cancellations and 
some of the other costly wastes that 
we are discussing. Their agents are not 
the unwilling recipients of changes 
aimed at problem reduction. They don’t 
create the problems to start with. 

Isn’t it time then that the competent 
agent line up with the company that 
regards the franchise of appointing 
agents with respect? There are com- 
panies large enough to have thousands 
of agents. There is no company strong 
enough to be represented by thousands 
of poor ones. 


Big Splash In Baltimore 


Chesapeake pond of Blue Goose is 
giving its annual ball at the Hotel 
Emerson, Baltimore, April 17. 

Mark A. Wells, most loyal grand 
gander, and Mrs. Wells, Los Angeles, 
will be guests of honor. Attendanee 
is expected to exceed 500. F. E. Mc- 
Gillan Jr. of Commercial Union is 
chairman. 
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Alabama Agents Set 
Program For Annual 


Alabama Assn. of Insurance Agents 
will hold its annual convention May 
3-5 at Whitley Hotel, Montgomery. 

The speakers include Arthur M. 
O’Connell of Cincinnati, past president 
of the Ohio association; William E. 
Booth, vice-president of Cherokee; 
Hayne P. Glover of Greenville, vice- 
president of the South Carolina as- 
sociation; Dave Johnson of Pensacola, 
past president of the Florida associe- 


, 
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tion; Albert M. Thomasson, director of 
southeastern public relations division 
of Assn. of Casualty & Surety Com- 
panies, and George P. Cooper Jr., past 
president of Insurors of Huntsville, 
Ala. 


N. C. WC Security Funds 


Reach Required Amount 


Both the stock and mutual work- 
men’s compensation security funds in 
North Carolina have risen above the 
required 5% of loss reserves and no 


further assessments will be necessary, 
according to Deputy Commzssioner 
Randolph. He said a 1% assessment in 
1958, the first since 1935, brought in 
$99,929 from stock companies and 
$80,795 from mutuals. This brought 
the stock security fund total to $385,- 
213, compared to a requirement of 
$343,884. 

Bruce McKay has been appointed 
assistant manager at Seattle for C. V. 
Starr & Co. Mr. McKay was with Swett 
& Crawford and Sayre & Toso at Los 
Angeles as a Lloyds underwriter. 





If you are 
tomorrow 
minded... 


Central’s service will build your professional 
staius 


The growing, expanding insurance producer 
is professional in every sense of the word, 
an insurance expert. As a Central producer 
you will be visited regularly by a 

Central Special Representative. 





Home Office: Von Wert, Ohio. Branch Offices in: Atlanta, Boston, Dallas, Denver, Los Angeles, Montreal, New York, San Francisco, Toronto, 
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His job is to help you function as a 
professional, to provide you the assistance 
you need to remain an expert in the 
fast-changing insurance business. The 
professional insurance man is the successful 
insurance man of tomorrow. Let us show 
you what we mean. Send for Central's 
booklet, “Plus Factors for Added Premium 
Volume.” Write to: Advertising 
Department, Central Mutual Insurance 
Company, Van Wert, Ohio. 


Gapitral Uuiual 


INSURANCE COMPANY 
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A MULTIPLE LINE COMPANY 


Van Wert, Ohio 
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Matthew Campbell 
Named N. Y. Deputy 


NEW YORK—Assistant attorney. 
general Matthew A. Campbell has been 
appointed a deputy insurance superin- 
tendent of New York. He is 40 and has 
served in the claims bureau of the at- 
torney-general’s office since 1955. Be- 
fore that he was an assistant U. §, 
attorney, civil division, for two years, 
following service as assistant counsel of 
the New York City Transit Authority, 


GAB Appoints | Johnston At 
New Philadelphia Office 


General Adjustment Bureau has ap- 
pointed John Johnston manager of its 
new Philadelphia office at 1831 Cott- 
man Avenue, which will serve the 
northeastern section of the city. 

Mr. Johnsten joined GAB in 1937 
at New York. He was named manager 
at Monticello, N. Y., in 1950 and 
manager at Johnstown, N. Y., in 
1954. He is succeeded at Johnstown by 
Nicholas F. Macrina. Mr. Macrina has 
been with GAB since 1948, most re- 
cently as senior fire adjuster at Utica. 


Casualty Underwriters 
Of Dallas Elect Guinan 


DALLAS—Richard Guinan, Massa- 
chusetts Bonding, was elected presi- 
cent of Dallas Casualty Underwriters 
Assn. at its annual meeting last week. 
He succeeds T. C. Anderson Jr. of 
Yorkshire. Other officers are: Vice- 
president, Robert Estes, North British; 
secretary, John Oehlschlaeger, Massa- 
chusetts Bonding, and treasurer, Eu- 
gene Mouser, Pacific Employers. 


Marine Forum Addressed By 


Weather Bureau Official 

American Marine Insurance Forum, 
at its April meeting, heard Captain 
Clifford J. MacGregor of the New 
York office of the U. S. Weather Bur- 
eau, discuss weather conditions at sea. 

Marine underwriters may often be 
called upon to pay claims for “heavy 
weather damage” which occurred on 
sunny, almost windless days at sea, he 
said. This is because “sea and swell” 
often reach a critical condition some 
distance from the center of a storm, 
or some time after it has passed. Thus 
damage can occur to a vessel during 
what “landlubbers call good weather,” 
he said. 


Independents To Endorse Wash. 
AR Policies To New FR Limits 


Major independents in Washington 
have announced they will issue en- 
dorsements effective June 11 on all 
assigned risk and certificated private 
passenger automobile risks raising Bl 
and PDL to 10/20/5 to conform with 
the new minimum financial responsi- 
bility laws limits. If the additional 
premium exceeds a nominal amount, 
in most cases $2, the insurer will 
charge for the higher limits. 


Schedule S. D. Agent Forums 

South Dakota Capital Stock Insur- 
ance Assn. has scheduled forums for 
agents in six cities from April 20 to 
April 23. The subjects to be covered 
include the new homeowners policy, 
hail insurance, agency profits, person- 
al liability, and association member- 
ship. 

The meetings will be at Yankton 
April 20, Mitchell April 21, Watertown 
April 22, Aberdeen April 21, Pierre 
April 22 and Rapid City April 23. 
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Utica Mutual Names 
Gillmore, King V-Ps 


Utica Mutual has promoted Charles 
F. Gillmore to vice-president in 
charge of sales, Wesley C. King to 
vice-president in charge of operations 
and procedure, Howard P. Halpin to 
superintendent of agencies, and Rich- 
ard H. Hoffman to assistant superin- 
tendent of agencies. 

Mr. Gillmore joined the company as 
a payroll auditor in 1924 and had been 
superintendent of agencies for the past 
20 years. Mr. King had been manager 
of the credit department since 1930. 
Mr. Halpin was formerly assistant su- 
perintendent of agencies and Mr. 
Hoffman was a member of that depart- 
ment since 1955. 


Producers Need Errors 


And Omissions Coverage 


An incident involving a West Vir- 
ginia mutual agent emphasizes the 
need for errors and omissions cover- 
age. In this case the agent sold in- 
sured a $100 deductible collision, com- 
prehensive coverage, BI & PDL policy. 
However, on delivery of the policy, 
insured asked the agent to delete the 
material damage coverage. Insured 
gave the agent a check, which he had 
already made out, for the full amount 
of the policy. The agent computed the 
refund, gave insured his change in 
cash, and advised that he would re- 
move the material damage coverage 
from the inception date of the policy. 

Later, insured called the agent to 
report an automobile accident and to 
file claim for repairs to his car. The 
agent tried to refresh insured’s mem- 
ory on his decision to delete his ma- 
terial damage coverage, but insured 
insisted that the agent was in error, 
and further, that he had not received 
an endorsement for his policy. He 
stated that he had the cancelled check 
to show that he had paid the full 
amount. 

Fortunately, this coverage was on 
an older car, where there would not be 
much argument in establishing the 
value to be $100 or less. Therefore, 
with the $100 deductible, the com- 
pany or the agent would not be out 
any money, assuming that the agent 
was not able to prove that he had re- 
funded part of the premium. But if 
insured had requested that the liabil- 
ity portion of his policy be cancelled 
under similar circumstances, and then 
a large liability claim had followed, 
the consequences would have been 
serious. Errors and omissions coverage 
would protect the agent from such in- 
cidents. 


Restrict Producer 
Licensing In S. C. 


The attorney general of South Caro- 

lina, in opinions requested by Com- 
missioner Kelly, has sustained the 
department's practice of licensing only 
individuals as resident or non-resident 
agents and brokers. Firms, companies, 
partnerships or corporations cannot be 
so licensed and cannot participate in 
commissions. 
_ The attorney general noted that in 
line with prior practice of the commis- 
sioner, only “natural persons” can be 
licensed as agents or brokers. He also 
Said that splitting commissions is per- 
mitted only between agents and brok- 
ers licensed for the type of insurance 
involved. The fact that firms, com- 
panies, partnerships or corporations 
may have a licensed agent or broker 
a8 an employe does not exempt them 
from the statute forbidding their shar- 
ing in. commissions. 


HteNATIONAL UNDERWRITER 


Traffic Deaths Up 
2% In February 


The nation’s traffic toll went up in 
February for the second straight 
month, according to the National Safe- 
ty Council. Highway deaths in the first 
two months of this year totaled 5,290. 
This was a 3% increase. 

The February increase was 2% or 
2,410 deaths this year against 2,360 
last year. January had brought a 4% 
increase over 1958. Disabling injuries 
in January and February were esti- 
mated by the council at 200,000. 


Greenberg, Heth Named 
Continental Casualty V-Ps 


Maurice R. Greenberg and Donald 
G. Heth, assistant vice-presidents, have 
been advanced to vice-presidents in 
the A&S department of Continental 
Casualty. 

Mr. Greenberg joined the company 
in 1952 and became assistant counsel 
in 1956 and assistant vice-president 
and counsel a year later. Mr. Heth 
went with Continental in 1952 and 
since 1957 has been assistant vice- 
president. 


You'll enjoy “THE TWENTIETH CENTURY,” 


I got the facts I needed and Scott Russel 


LIFE INSURANCE -: ANNUITIES ° 








“My Business Insurance client really became interested when 
I showed him Prudential’s sales aid, ‘Your Partner Can Be Your 
Downfall.’ It was invaluable in getting my sales points across. 


Service helped me prepare a specific proposal for Business 
Insurance that ideally fitted the client’s situation. The rest was 
easy: the client could make no other decision. I wish I 

had taken advantage of this service sooner. Best of all, 

there was no split commission.” 


Prudential’s Brokerage Services can help YOU increase your Life 
Insurance sales with expert advice, special training and 

selling aids of all kinds. For information about Prudential’s 
Brokerage Service and for your free copy of “Your Partner Can 
Be Your Downfall”—send in this coupon today. 


SICKNESS AND ACCIDENT PROTECTION - 





FRIENDLINESS 
and COOPERATION ... 


. are key words of the fine Agent-Company 
relationship which has existed ior more than 
239 years in the Royal Exchange organ‘zation. 





¢ The Royal Exchange was one 

of the foremost pioneers in 
esiablishing insurance as oa 
business. 


oyal Exchange 


Hl ROYAL EXCHANGE ASSURANCE 
PROVIDENT INSURANCE COMPANY 
of New York 
Associated with 
Sun Insurance Office, Ltd. 
and Atlas Assurance Company, (td. 
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~ Hi 55 FIFTH AVENUE 
Representatives in Principal Cities and 
Towns of the United States «and in NEW YORK 
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says Broker Louis R. Kozberg (r) as he and Scott Russel of Prudential’s Jack White Agency (1) 
close the sale with client Joseph Zackwin. 


TO: BROKERAGE SERVICE. 

THE PRUDENTIAL, NEWARK I, N. J. 

Cj Please send me a copy of “Your 
Partner Can Be Your Downfall.” 

(J! would like to know more about 
Prudential’s Brokerage Services 
and how they can make Life 
Insurance sales easier for me. 
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THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 
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BUSINESS INTERRUPTION INSURANCE 
... the responsibility is yours 


Unless you have presented the case for Business Interruption 
Insurance to your client, you have not completed your 
responsibility as an insurance agent. The choice is his— 
but the suggestion is yours. For in an emergency your 
insurance counselling may have provided coverages that 
will enable your client to remain in business. 


This policy is a good reason to review the insurance program 
of your present clients. It could open new doors to you. 


Write for complete information. 






HOME OFFICE 


111 W. Fifth Street 
St. Pav! 2, Minnesota 


EASTERN DEPARTMENT 


90 John Street 
New York 38, New York 


WW Vestn Snsuuanee’ 
Gcmpunies 


NEW ENGLAND DEPARTMENT 


10 Post Office Square 
Boston 2, Massachusetts 


PACIFIC DEPARTMENT 


Mills Building 
San Francisco 6, California 








Company-Producer teamwork that’s geared 
to serve America’s industry 


ARGONAUT INSURANCE 


Home Office: Menlo Park, California 
WORKMEN'S COMPENSATION + LIABILITY - AUTOMOBILE - GROUP ACCIDENT & SICKNESS - MAJOR MEDICAL 
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Vincent, Lawrence 
Raised By Aetna Fire 


Aetna Fire has appointed Joseph T. 
Vincent assistant controller and 
George E. Lawrence manager of the 
internal audit department in the con- 
troller’s division. 

Mr. Vincent began in insurance in 
1940. He joined Aetna Fire in 1953 as 
a supervisor of general accounting and 
advanced to the position of manager. 
He developed a comprehensive pro- 
gram of expense analysis. 

Mr. Lawrence was office manager of 
a Manchester, N. H., agency and later 
a CPA there. He joined Aetna Fire in 
1952 as an accountant and methods 
analyst. In 1955 he was made super- 
visor of the internal audit department 
and in 1957, assistant manager. 


Three V-Ps Elected By 


Government Employees 
Government Employees has elected 
Norman L. Gidden vice-president, ad- 
ministration. He has been vice-presi- 
dent, production. Ralph C. Peak, 
comptroller, and George A. Peery, ac- 


tuary, have been elected vice-presi- 
dents and also retain their former 
titles. 


Pote Joins Standard 
As Associate Editor 


Frank R. Pote, formerly advertising 
manager of Boston and Old Colony, 
has joined the Standard, New England 
insurance weekly, as associate editor. 


Stanley S. Knowles is publisher and 


executive editor. 

Mr. Pote while at Tufts University 
was editor of the Weekly, the college 
newspaper, and director of Tufts’ 
News Bureau. Prior to joining the 
Boston group, he was New England 
director of public relations of Lumber- 
mens Mutual Casualty. 


N. J. Cop's Flop Under WC 


The appellate division of New Jer- 
sey superior court has upheld the state 
workmen’s compensation  division’s 
award of $900 to an off-duty patrolman 
who stepped off a bus to an icy side- 
walk, fell and broke his ankle. 

Anthony Jasaitis, a Paterson patrol- 
man, was on his way home when the 
accident occurred. He was wearing his 
uniform to avoid paying a fare. The 
court noted that there was a police 
regulation against wearing the uniform 
for this purpose, but it was not en- 
forced and Jasaitis was unaware of the 
rule. 

The court held that the city got 
the benefit of added public protection 
on the bus, Jasaitis got a free ride, and 
the bus company got increased fran- 
chise tax deductions to compensate it 
for unpaid fares. Under these circum- 
stances, the accident in the course of 
transportation met the test of com- 
pensability. 


Addresses South Bend Agents 

Stanley Cebula of Royal-Globe dis- 
cussed bond coverages at the April 
meeting of South Bend-Mishawaka 
Assn. of Insurance Agents. 
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Comp. Bills Get Major 


Attention In Minn. 

ST. PAUL—Workmen’s compensa. | 
tion bills continue to get major atten. | 
tion as the Minnesota legislature nears 
adjournment. One of the latest bills 
would require WC insurers to pay 
$180,000 proportionately to the state 
industrial commission to be used for 
safety and accident prevention. 

Another measure which would pena- 
lize insurance companies and employ- 
ers provides that the industrial com- 
mission or the supreme court, on mat- 
ters appealed by the employer, could 
add up to 25% of the total award as a 
penalty where the appeal was “frivol- 
ous,” or for delay, or unreasonably 
delayed payment, or where employer 
has neglected or refused to pay com- 
pensation or intentionally underpaid. 

Another bill would include elected 
officials under the WC act. 


San Francisco Pond of the Blue 
Goose will hold its annual golf tourna- 7 
ment and outing May 22 at the Green 
Hills Golf & Country Club. J. F. Taps- 
cott, General Adjustment Bureau, is 
chairman of the committee in charge. 
The day will close with a dinner at the 
club. 


Hudson County (N.J.) Assn. of In- 
surance Agents will hold an outing 
and playday June 17 at Lake Iliff, 
Andover. 
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O'TOOLE ASSOCIATES 


Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenve 
QUEENS VILLAGE 29, NEW YORK 




















The LAWRENCE WILSON COMPANY 
Managing General Agents 
SURPLUS LINES-All FORMS 
Represented at LLOYD’S LONDON 
First National Bank Building 
Tulsa 3, Okla. 








ROBERT |. BUSHNELL 
Consullasl 
6 Insurance Organizations 


Hoydens Hill Road Faisfield, Connecticut 
Clearwater 9- 8892 
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BOWLES, ANDREWS & TOWNE, lac. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
RICHMOND =—s ATLANTA NEW YORK 
PORTLAND 








WHITE & WHITE 


Inspection & Audit Service 
Offices in 18 Midwestern Cities 
Prompt—Efficieat—E: 

629 East 71st Terrace 
Kansas City 10, Mo. 











DALE & COMPANY LIMITED 
Head Office 
Dale House, 710 Victoria Square, Montreal 
co’ ETE INSURANCE SERVICE 
THROUGHOUT CANADA 
LLOYD’S AGENTS . . . MONTREAL 
Offices at 
Halifax, Montreal, Toronto, Winnipeg, 
Edmonton, Calgary, Vancouver 














CONFIDENTIAL NEGOTIATIONS 
FOR SALE OF 
INSURANCE COMPANIES 
RALPH F. COLTON 
30 N. LaSalle St. 


Chicago 2, Wl. 
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AGNATIONAL UNDERWRITER 


1958 Casualty Premiums And Losses Given For Illinois 


Aircraft Physical Damage 







Direct Direct 
Premiums Losses 

$ 
PIP RNUN  sncditsblesiospinseste ; Co!) 
- we vol anes ad 71,374 41,198 
Indem. of No. “Am. 78,825 26,344 
Ins. Co. of No. Am. 62,352 50,910 
Liberty Mut. Fire ... 27,694 1,106 
Lloyds, London ..... 172,042 22,346 


National Ins. Under. 


Ohio Casualty  ........... ied 31,424 19,484 
United Benefit Fire ae 65,681 21,868 
BUxrich  ........cecreceeossesscesecesessesvoeses 28,928 84,546 
Boiler & Machinery 
American Casualty, ene 70,809 —_— 
American Employers 44,432 3,581 
American Guaranty 254,189 203 
American Motorist 138,433 9,810 
Columbia Casualty 71,508 6,548 
Employers Liability 111,329 1,951 


Fidelity & Casualty 
Hartford Steam Boiler ... 


Lumbermen’s oe oa Cas ...... 301,729 27,655 
Maryland Casualty .............. 132,981 21,117 
Mutual Boiler & , en or ens 48,614 
Ocean Accident 









Travelers 


Allstate 
Siate Farm Mut. Auto. 14,480,237 11,864,185 
Travelers Indemnity .. 
Fidelity & Casualty 

Chicago Motor Club .. 
Country Mutual ............. 
Hartford Acc. & Indem. .... 
Aetna Casualty ...... .. 4,101, oy 1,768,825 
U.S.F.&G. 424 
American Automobile . 





PIE SPEDUE ~ sccksabeintantveessnevereseise 1,435,626 351,297 
BIBTAY  cceccccsescese “ 357 
American Casualty .... 
American Employers 
American Fid. & Cas. . 
Am. Guarantee & Liab. 
Am. Hardware Mut. . 

Am. Indemnity 

AMe@TICAN _ .......0:e0000s 
American 
American 
American 
American 







Atlantic National .... 
Atlas Assurance ... 
Auto Club, Mo. 











Auto-Owners 7 3 

Bankers & Shippers, N. Y. 67,524 5,079 
Banner Mutual ............ 41,143 
Bituminous Casualty _ 160,318 
Camden Fire ....... 1,202 
Canadian Indemnity 3,362 
Cas. Reciprocal Exch. ......... 84,544 
Central Casualty .................. 25,803 2,002 
Central Surety & Ins. Corp. 41,739 27,444 
Central Security Mut. . 915 106,575 
Central Nat. of Omaha ........ 32,889 16,608 


Chgo. Ice Prods. Mut. Liab. 147,336 27,607 
Coes Cos. of N.Y. ....... 72,792 








Columbia Casualty .............. 566 

Cc cial .-. 881,296 y 

Cc cial Standard ........ 28,871 10,572 
Commercial Union Assur. 51,461 1,314 
Consolidated _.... 56,891 611 
Consolidated Underwriters. 787,284 381,045 
Continental Casualty ........ . 2,268,056 1,772,473 








Direct premiums written and direct losses paid for casualty business in 
Iblinois are shown in the accompanying tables. Each of the lines reported 
on shows the business only if direct premiums exceeded $25,000. For the 
lines of general interest, the 10 leading companies in premiums are shown 
at the head of the list in bold face type in order of premium volume; the 
rest of the companies are listed in alphabetical order. Figures are taken 
from page 14 of the annual statements of companies as reported to the 
Illinois department. Direct premiums and direct losses reflect results ex- 
clusive of reinsurance transacted, and thus are not generally acceptable 
as indicating a company’s loss ratio. Direct premiums are the gross new 
business of a company before reinsurance accepted. Lines included in the 
compilation are workmen’s comp, BI liability (not auto), auto BI, auto 
PDL, auto PHD, aircraft PHD, PDL (not auto), fidelity, surety, glass, 
burglary and theft, and boiler & machinery. A&S figures include aggre- 
agate of lines 11-13 in annual statements. Fire, allied lines, multiple peril, 
and marine lines will be run next week. 




















Direct Direct Direct Direct 
Premiums Losses Premiums Losses 
$ Y $ 

Connecticut Fire ................. 297,616 39,306 Liberty Mutual ...................... 3,588,528 1,273,136 
Continental vas 255,969 206,293 Lincoln Casualty ................ 852,925 243,850 
Cook County Farmers . 115,244 50,926 London Guarantee & Acc. 334,410 351,718 
Cornbelt ...... 136,049 19,709 London & Lancashire ........ 102,473 10,745 
Cosmopolitan _ 293,066 556 Lumbermens Mut. Cas. ...... 1,623,727 708,890 





Dubuque F.&M. ... . 268,002 136,703 Madison County Mut. Auto 355,382 267,673 
Economy Fire & Casualty a 1,072,907 Maryland Casualty 5 





923,398 
Electric Mut. Liab. 16,608 Mass. Bonding ...... 266,261 
Employers Casualty 28,255 Mer. Indem. Corp., N. Y. .... 163,045 
Employers Fire ......... 16,471 Metro Inter-Ins. Exchange 150,159 53,896 





Emp. Liab. Assur. Corp et 


453,116 Metropolitan Cas., N. Y. ... 227,042 169,684 
Employers Mut. Cas. aid 


585,737 Metropolitan, Chicago . 









































Emp. Mut. Liab., Wis. ....... 290,022 M.F.A. Mutual ............... oa 45,278 10,392 
Equitable F.&M. aa 14,716 Michigan Mut. Liab. .- 934,954 474,186 
Exchange Cas. & Surety ... 300,303 150,125 Michigan Surety .. - 462,704 139,867 
Factory Mut. Liab. ................ 284,589 56,808 Midland National .. 450,819 320,235 
Farmers Auto, Pekin .». 2,380,400 1,111,543 Millers Mutual, Alton . 417,811 141,834 
Farmers Equitable _............... 432,405 137,668 Milwaukee oa 109,235 
Farmers Ins. Exchange ...... 1,110,422 779,969 Minn. Mut. Fire & Cas. .... 95,356 44,035 
Farmers Mut. Auto .... . 76,519 36,796 Motor Vehicle Cas. aaa 565,186 
CC eae ... 204,494 24,984 National Auto & Cas. ........... 25,551 
Federal Mutual . w. 213,521 83,353 National-Ben Franklin ¥ 19,358 
Fidelity-Phenix " oo. Meee 113,746 National Farmers Union ...... 96,224 24,151 
Fireman’s Fund Indem. .... 1,084,162 446,504 National Grange Mut. ....... 45,546 12,345 
Fireman’s Fund a 70,932 6,206 National Indem. ....... 27,014 4,200 


. 822,469 474,911 National Surety ...... 
2,580,155 1,372,620 National Union Fire . 
75,542 23,382 New Amsterdam ...... 




































1,837,345 1,213,518 Newark .............. 34,121 13,148 
1,542,247 645,851 New Hampshire Fire .. 98,109 2,502 
Gen. Fire & Cas. .... 2,821,785 1,306,153 New York Underwriters .... 27,283 760 
General of Seattle 708,757 449,605 Niagara Fire ve 583,322 
Glens Falls .......... 550,257 234,433 Northern, N. Y 120,287 84,930 
Globe Indem. a 477,648 284,739 North River .......... 122,309 11,745 
Government Employees ... 736,208 412,213. Northwestern Mut. .. 224,523 108,741 
Great oo Indem. foie 582,841 Northwestern Natl. Cas. ... 1,113,916 390,208 
Great Am. .............. aca a 181,724 Ocean Acc. & Guar. a 318,882 
sie 36,550 Ohio Casualty ........ 828,432 
Gulf 63,070 Ohio Farmers Indem. 106,690 
Hanover ........ ienineennee 180,198 Old Republic .............. 563 
Hardware Mut. Cas. 1,696,947 893,354 Pacific of N. Y. x 1,491 
Hawkeye-Security . 1,098,477 516,092 Pacific National Fire . 253,412 18,024 
Holland-America .. 174,563 119,421 Phoenix Assurance .... . 260,672 177,835 
Home Indem. ........ 1,211,249 800,977 Phoenix, Hartford . . 466,719 120,199 
Hoosier Casualty 277,084 100,129 Potomac ................. . 358,514 203,337 
Horace Mann Mut. 526,855 188,360 Prairie State Farm . 60,536 70,554 
Ideal Mutual . 67,833 261,924 
Il. National . 786,396 336, 
Imperi . Prov. Washington ..... ; 70,243 18,730 
Indem. of No. Am. 2... 1,994,748 821,988 Prudence Mut. Ces. . 2,373,293 790,232 
Indiana Lumber. Mut. 81,510 ea . 40,174 8,401 
Interstate Fire & Cas . 1,500,146 sai = 132,002 63,415 
Iowa Mutual ............... * 52,747 Royal Indemnity . 972,328 307 
Iowa Natl. Mut. 790,735 263,232 Rural Ins. a ened 414,710 127,899 
Jersey of N. Y. .... 99,559 50,496 Safeco 751,846 190,012 
Lake Shore Mut. 350,902 / ie 498,729 168,851 


LaSalle Casualty «0.0.0... : 1,100, 753 191,893 St. Paul F.&M. 


Direct 
Premiums 

$ 
St. Paul Mercury ? 155,999 
Sea, Ltd. suave 37,714 
Security, New Haven 46,225 





Security Mut. Cas. 
Selective _...... 
Springfield F.&M. “Cea: 
Standard Accident 
Standard Mutual 












State Auto, Indiana .......... 140,188 
Suburban Casualty : . 984,593 
| ft 2S roe 218,232 
Transit Casualty . ceaiae 313,975 
Transport Indem. 71,840 
Transport, Dallas .... 366,351 
Trinity-Universal .... 811,182 
Truck Ins. Exchange 3 

Virginia Surety ...... 138,671 
Union Auto, Ill. ... e 1,207,352 
United Benefit Fire .......... 28,767 
United States Casualty i 526, 

United States Fire ......... 222,407 





Universal Auto ..... 





Wabash Fire & Cas. 
West American ................. 
Westchester Fire . 
Western Casualty 
Western States Mut. 
Wolverine ............ 

Yorkshire 
Zurich 








State Farm Mut. Auto ........ 6 
Allstate ....... ea sdeien a 
Country Mutual | 2 
Travelers Indemnity 2 
Fidelity & Casualty nuit aa 
Hartford Acc. & Indem. .... 1,778,67 

1 

1 

1 

1 








Chicago Motor Club 
Aetna a ae are 








U.S.F.&G. 355,832 
Freeport See, 
Aetna Fire . sinatcebleieia 496,445 
American Automobile .. 1,024,823 
American Casualty ............ 353,956 
American Employers ........... 121,974 
American Fid. & Cas. ...... 276,745 
Am. Guarantee & Fid. ... 26,507 
Am. Hardware Mut. ......... 38,310 
Am. Indemnity ...................... 163,191 
FRED Scitrierteeeninonn 322,242 
American Motorists ......... 268,428 
American Mut. Liab. ....... 93,544 
American States ................ 639,063 
American Surety .................. 249,373 
Apex Mutual ......... , 25,718 
Associated Indem. ‘Corp. es 77,053 
Atlantic National ............... . 121,097 
Auto. Club, Mo. .. - 107,962 
Auto-Owners 241,485 
Banner Mutual .. .. 254,994 
Bituminous Casualty were 216,775 
Canadian Indemnity ....... 31,043 
Cas. Reciprocal Exch. ........ 39,023 
Central Security Mut. ...... 74,790 


Chgo. Ice Prods. Mut. Liab. 64,328 
Citizens Cas. of N. Y. ........ 32,182 
Columbia Casualty .............. 107,396 






Commercial _...... 288,547 
Consolidated Underwriters 251,785 
Continental Casualty _........ 914,270 
Connecticut Fire .... : 96,171 
lc nc os 80,215 





Cook County Farmers Mut. 62,421 
Cornbelt — scohiniihdadatpebigaiaeciniitiouidl 





Dubuque F.&M. 88 

Economy Fire & amped 967,335 
Employers Casualty ......... 36,718 
Emps. Liab. Assur. Corp. 284,650 
Employers Mut. Cas. ........ 452,289 
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Direct 
Losses 


395,237 








MEEKER-MAGNER COMPANY 


Underwriters of Insurance For Over 50 Years 


Est. 1902 


kire, Bonds, Casualty, Marine, Life 


175 W. JACKSON BLVD. 


WeEbster 9-5500 


CHICAGO 4, ILLINOIS 
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NO MORE FIELDMEN... 
NOW THEY'RE 
SALES REPRESENTATIVES 


Yes, our fieldmen are now 


officially sales representatives. 
This new title more nearly describes 


the work they are doing to help 


you get more business that is 
profitable for both of us. 


PACIFIC 
NATIONAL" 
INSURANCE 
GROUP 


San Francisco, California 
Philadelphia, Pennsylvania 
Skokie, Illinois 

Dallas, Texas 

Atlanta, Georgia 


* : : ‘ : 
A Transamerica Corporation Company 




















treaty 





e Reinsurance 


facultative 


175 W. Jackson Blvd, 
Chicogp 4, WAas 2-507, 








pf 


and COMPANY, 

















Direct 
Premiums 


Employers Mut. Liab., Wis. 267,327 
Exchange Cas. & Surety .... 

Factory Mut. Liab. ........ 
Farmers Auto, Pekin . 
Farmers Equitable ....... 
Farmers Ins. Exchange 
Farmers Mut. Auto 
IIE: seshictihssinibestetetes 
Federal Mutual 
Fidelity-Phenix _...... aioe 
Fireman’s Fund Indem. . 
Firemen’s of Newark ......... 
Fulton _...... iepucetiigecielnie 
Gen. Accident ........... ? 
Gen. Cas. of Wis. 
Gen. Fire & Cas. ... 
General of Seattle 
Glens Falls “= 
Globe Indem. ....... scanieeiee 
Government Employees 
Great Am. Indem. vi 
MIE TIA, acectosescesnexnsectessvonten 
Great Northern 
FRAMOVEE .ccessoccceccescesee 
Hardware Mut. Cas 
Hawkeye-Security .. 
Holland-America 
Home Indem. ateeeuanseanaeetes 
Hoosier Casualty _.............. 
Horace Mann. Mut. 1 
Ideal Mutual 
Ill. National 
Imperial Cas. & Indem. ..... 
Indem. of No. Am. ......... 
Indiana Lumber. Mut. ........ 
Interstate Fire & Cas. 
Iowa Mutua! .............. 
Iowa Natl. Mut. 






























Lake Shore Mut. ..... 
LaSalle Casualty 
Liberty Mutual 

Lincoln Casualty 3 
London Guarantee & Acc. 137.194 


London & Lancashire ........ 33,768 
Lumbermens Mut. Cas. ...... 570,008 
Madison County Mut. Auto 155.400 
Maryland Casualty. ...........++ 634,784 
Mass. Bonding ............... . 142,425 
Merchants Indem. Corp. ... 115.994 
Metro Inter-Ins. Exchange 53.015 
Metropolitan Cas., N. Y. . 71,199 


Metropolitan, Chicago cee 164,731 
M.F.A. Mutual ‘ 
Michigan Mut. Liab. 

Michigan Surety 
Midland National .. 
Millers Mutual 












Milwaukee .................. re 

Minn. Fire & Cas. ............. 42 141 
Motor Vehicle Cas. wee 56,820 
National Avto & Cas. ........ 31.226 
National Farmers Union .. 24 N26 
National Surety .................... 109,534 
National Union Fire 7 35,971 
New Amsterdam ....... . 486,740 
New Hampshire Fire ie 32,221 
Niagara Fire ............. . 229,151 
Northern, N. Y. ns 37.393 
North River ............ : * 55,367 
Northwestern Mr. _............ 75.966 


Northwestern National Cas. 
Ocean Ace. & Guar. 
Ohio Casualty ................. 
Ohio Farmers Indem. 
Pacific National Fire 
Phoenix Assurance 

Phoenix, Hartford ... 
ie 
Prairie State Farmers . 
Preferred Risk Mut. ............ 497.946 
























Prudence Mut. Cas. ... 790.915 
RE.AT9 

358,652 

93 579 

aasdaneiesabacsueagaanctnedévesedn 244.282 
Safeguard ...... jecensiats . 168,415 
St. Paul F.&M. ..... ; . 164.892 
St. Paul Mercury .............. 54,046 
Security Mut. Cas. ... 154.899 
RE ‘ 78.756 
Soringfield F.&M. 59 526 
Standard Accident , 5? 991 
Standard Mutual .............. . 272.634 
State Auto, Indiana ....... 68 390 
Suburban Casualty ............ 39.504 
Sun of N. a ee 69.356 
Transit Casualty piaddanaieeaen a : 58,442 
Transport Indem. 37.288 
Transport, Dallas .... 24,390 
Trin‘tv-Universal _...... 292.306 
Truck Ins. Exchange . 267,596 
SEUIEEDD . » cxsvtnaiinnspietserieerenaicces 76,688 
Tinion Auto Indem. Assn. .... 553.692 
T!nited States Casualty ........ 176.385 


Tmited States Fire 
Universal Auto , 
PEIN -: ctasahiniasunssctectausess h 

Universal Under. Ins., Mo. 117.065 









Wabash Fire & Cas. 97,613 
West American ..... 40.949 
Westchester Fire 44.453 
Western Casualtv ...... .. 354.570 
Western States Mut. . 446 623 
Wolverine aaa . 248.218 
Yorkshire _....... .. 114898 
OS ER Ere 830,921 


Direct 
Losses 


Auto Physical Damage 










State Farm Mut. Auto ........ 11,553.274 
Country Mutual ........ .. 10, $00 782 
SENT cersactorieces ... 9.482.194 
i Re .. 8.6%2.949 


Travelers Indemnity 2 3.229.451 





Chicago Motor Club .......... 3.132.986 
Fidelity & Casualty w» 2,513.018 
i GE, ee 2.114.097 
Farmers Auto, Pekin » 2,051,845 
Aetna Casualty ................... 1,931,196 
BaD TOGO cccsersissccciineraitanniny 1,010,984 
Agricultural = 96,255 
Albany bas 37,705 
Allied Am. Mut. Fire ........ 97,768 
American Automobile ....... 1,267,027 


American Bankers of Fla... 735,780 


4.916,805 
4,752,219 
4,114,201 
5,129,100 
1,767,336 
1,552,741 
1,133,531 


361,824 


April 17, 1359 





Direct 
Premiums 

$ 
American Casualty .............. 402,908 
American Central ....... me 44,546 
American Employers .......... 138,271 
American Fidelity Fire ... 381,499 


Am. Guarantee & Fid. ...... 38,663 
Am. Hardware Mut. Ne 

Am. Home Assurance 
Am. Indemnity .......... 
American _..... 
American Mo' ‘ 
American National Fi 
American Security 
American States 
American Surety 
Apex Mutual seced 
Associated Indem. Corp. .. 132,781 



















Atlas Assurance 77,566 
Auto Club, Mo. 226,443 
Auto. Mut., R.I. 69,286 
Auto-Owners occ 468,456 
Bankers & Shippers, N 93,526 
Banner Mutual .............. on 69,287 
Bituminous Casualty . 155,939 
Boston. ......... an 51,716 
Calvert Fir 396,087 
Camden Fire 86,647 
Canadian Fire ............ 48,789 
Central Security Mut. 114,986 


Central Nat. of Omaha.. ietaing 840,811 
Chgo. Ice Prods. Mut. Liab. 39,953 
Citizens of N. J. 16! 

Columbia Casualty 








Commercial 

Commercial Union Assur. 98,471 
Commercial Union Fire .... 51,673 
SS ree 29,548 
Consolidated Underwriters 400,358 
Continental Casualty ........ 465,940 
Connecticut Fire a 
Continental 

Cook County 

Cornbelt 


Cosmopolitan 
Dubuque F.&M. 138, 
Economy Fire & Casualty 1,599,883 
ES PSE SAREE 953,337 
Empire State ............. ae 
Employers Casualty 
Empl. Liab. Assur. Corp. 254,428 
Employers Mut. Cas. 4 
Employers Mut. Fire ea 
Equitable F.&M. _ ..........006 ; 
Exchange Cas. & Surety 44,541 
Factory Mut. Liab. 
Farmers Equitable 
Farmers Ins. Exchange 
Farmers Mut. Auto .... id 
. eee .. 642,742 



































Federal Mutual 152,408 
Fidelity-Phenix .. 101,050 
Fireman’s Fund Indem. .... 444,877 
Fireman’s Fund _..........000 168,837 
Firemen’s of Newark .. 437,612 
eee .. 217,459 
TG enkcditicicsccesichtniiansees 1,75%,684 
Fulton 55,517 
I ANU seisttaineniietenincsiniicens 618,779 
Gen. Cas. of Wis. «- 1,120,537 
Gen. Fire & Cas. ..... a. =: 5 946 
General of Seattle . 366,130 
Gibralter Mutual 57,363 
Glens Falls ........ «. 277,698 
ED.. BONUIIDL. - sieenssoisasccceiseinics 158.513 
Government Employees .. 439,577 
Great Am. Indem. ............... ORS 279 
Great AM. orcs - " 

Great Northern 

Hanover 327 
Hardware Dealers Mut. Fire 208,138 
Hardware Mut. Cas. ............. 811.929 
Hartford Acc. & Indem. ... 141,316 
Hawkeye-Security 3 hie 35.122 
Holland-America ... 79,377 
CO eae 967,947 
Home Mutual . 376,130 
Hoosier Casualty .. 188,095 
Horace Mann Mut. . 397.541 
Ill. National _................... 1,076,079 
Imperial Cas. & Indem. 66,577 





Indem. of Ne. Am. ........ .. 951,638 
«65 


Indiana Lumber. Mut. 991 
Institutional of Am. .... 193,299 
Interstate Fire & Cas. . 619,303 
Iowa Mutual ............. a 45,509 
Iowa Natl. Mut. . 556,865 
Jersey of N. Y.. .... . $21,601 
Lake Shore Mut. .. 5 67,869 
LaSalle Casualty 189,232 
Liberty Mutual .. 948.376 
Lincoln Casualty ie 32,356 
London Assurance _ .......... 87,810 
London Guarantee & Acc. 64,994 
London & Lancashire .......... 58,524 
Lumbermens Mut. Cas. ....... 783,063 


Madison County Mut. Auto 736,766 
Manhattan F.&M. 1 
Maryland Casualty sion 
Merchants Indem. : 
Merchants & Mfgrs., N. Y. 29,223 
Mercury Mutual 
Metro. Exchange .... 































Metropolitan Cas., N.Y. .... 57,542 
Metropolitan, Chicago ...... . 125,508 
Millers Mutual, Alton ........ 304,835 
Michigan Mut. Liab. .. 280,979 
Michigan Surety ..... ne 91,170 
Midland National . bh 70,192 
en 645,823 
Midwestern F.&M. 690,723 
Midwest Mutual ................... 42,157 
Millers Mutual ..... .. 304,835 
Millers National Be 32,123 
Milwaukee ........ 108,671 
Minnehoma ...... 27,952 
Minneapolis F.&M. is 53,439 
Minn. Mut. Fire & Cas. ... 70,420 
Monarch 38,523 
Motor Vehicle Cas. 702,280 
National Auto & Cas. - 45,991 
National-Ben Franklin ........ 27,222 
National Farmers Union .... 88,450 
. By, rn 4°0,478 
National Grange Mut. ........ 27,036 
National Surety ............... .. 108,755 
National Union Fire .. 145,739 
New Amsterdam 524,575 
New England ............ 71,595 
New Hampshire Fire ... 78.770 








Se SS eee ee See F.CCCULShUr errr eee ee ee ee ee ee eee meee eee 


ene Gh G8 S. Oe Oe oO ee oe 


a a ee ee les ee ee et et Ri i Rt ed et ee Oe ee a ie ee et ee, A et Oe ee et a oO CO i Oo Oe oe 
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Direct 

Premiums 

Hew YOrKk VEre .......ccreccccscseae 48,829 
New York Underwriters ... 111,176 
MED FUER cosccesccscccccssescesccee 36,218 
No. British & Mercantile .. 46,107 
NET, Bila. Mn ciecsasoteviaeosisee 413,114 
SENOEIED  cactonsssstsonacosvsscesessecsin 191,021 
North River .......... 104,283 
Northwestern Mut. ...... 110,642 
Northwestern National 633,873 
Ocean Acc. & Guar. . 93,211 
Ohio Casualty ..... 870,652 
Ohio Farmers 143,769 
Old Colony ..... 67,773 
Old Republic ..... 43,267 
Pacific of N. Y. ..... 177,151 
Pacific National Fire 95,347 
Pearl Assurance ......... 111,701 
Pennsyivania Fire . 150,879 
Phoenix Assurance ... 128,797 
Phoenix, Hartford . 469,684 
SS eee 196,433 
Prairie State Farmers 52,446 
OS ee 65,358 
Preferred Risk Mut. . 513,295 
Protective Casualty 226,750 
Prov. Washington ..... 41,494 
Prudence Mut. 113,264 


Cas. . 
Queen wee 
Reliance 
Reserve 
Resolute 
Royal Exchange .. 
Royal Indemnity 




























Safeguard x 
St. Paul F.&M. . 
St. Paul Mercury . 
Security, New Haven 
Security Mut. Cas. . 
Service Cas., N. Y. .... 
Service Fire. N. Y. 
Springfield F.&M. .. 
Standard Accident 

Standard Cosualty .. 
Standard Mutual ... 
State Auto, Indiana 
Stuyvesant 
Suburban Casualty . 


Transit Casualty 
Trinity-Universal ..... 
Truck Ins. Exchange 
Virginia Surety ..... 
Union Auto, IL. 
United Security 
United States Casualty 
US.F.&G 


Universal Auto 
Universal 
Universal Und,. Mo. ... 





Universal Und. Ins., Mo. 355.843 
Wabash Fire & Cas. 107,765 
Washington F.&M. 71,978 
West American ...... 67,610 
Westchester Fire .. 142,737 
Western Assurance 39,276 
Western Casualty ..... 553,350 
Western States Mut. 721,113 
Wolverine — ...n.....0.00 462,476 
Yorkshire 126,252 
I isch hactaaitassihserasescacicnaats 533,113 


Burglary And Theft 












Great Central _...................... 952,163 
Fidelity & Casualty 524,756 
USF.2¢4. .. 501,168 
Travelers ........ 463,744 
Lloyds, London .... 441,195 
Hartford Accident 407,420 
Aetna Casualty ; 396,177 
Indem. of No. Am. 241,877 
Continental Casualty 223,604 
Maryland Casualty .............. 205,440 
Aetna Fire 130,072 
tate 57,194 
American 24,884 
American Cas., Reading ... 121.539 
American Employers ... 63,217 
American Guaranty 59.237 
American Indemnity 64,647 
American } 
American 
American 
American 
Columbia 
Commercial of Newark 
Employers 








eral Cas. of Wis. 
General 







| 32e 
St. Paul F.& 
Standard Accident 
dard Fire ..... 31,847 
Trinity-Universal 43,573 


ted States Casualty 


Direct 
Losses 


25,437 
51,222 


377,159 
334,401 
292,745 
218,890 
417,862 
148,340 


Western Casualty .........c00-.00 


Yorkshire of N. Y 
Zurich 


Reserve ........... 
Shelby Mutua 


Hartford Accident 


Mass. Plate Glass 
Metropolitan, Chi 
U.S. .BG.  cecrcrsecs. 


Auto 


Royal Indem. 


Aetna Casualty 





HteNATIONAL UNDERWRITER 








Direct Direct Direct 

Premiums Losses Prem.ums 
ey 41,636 

2 19,335 American Casualty, Reading 172,476 
caeaiiiatalaiist 39,238 American Employers 26.310 
American Indemnity 358 

American 42,517 

American 41.236 

American 26,976 

296,135 154,819 Columbia - 25,487 

241,291 95.692 Commercial of Newark 76,701 

172,988 80,664 Continental Casualty .......... 65.047 

natualee 161,207 72,348 Employers Liabiltty ......... 46,603 
cago 157,015 86,539 Fireman’s Fund Indem. 64,413 
sence’ 141,467 85,157. General Accident 63 317 
ee 132,427 66,423 Glens Falls ..0.0.0.0.......... 36.351 
Ity 124,435 60,695 Globe Indem. ...... 59,969 
i 104,193 47,563 Great Am. Indem. 28,050 
92,688 55,454 Great Northern 31,513 

Hardware Mutual 53,836 

87,813 41,554 Home Indem. ......... 44,087 


Direct 
Losses 


Ill. Mut. Plate Glass 
Indem. of No. Am. 
Interstate F.&C. 
LaSalle Casualty . 
Maryland Casualty .. 
Merchants Cas. Mut. 
New Amsterdam 
Ocean Accident 
Ohio Casualty 
Pacific National 
Plymouth Mutual 
St. Paul F.&M. 
Standard Accident 
Travelers. 
Western Casualty ...... 
Zurich neon 


(CONTINUED ON 





Direct 
Premiums 
$ 


27,767 
42,670 
49,956 
59,762 
48,677 
48,317 
44,821 
69,343 
75,646 
38,567 
35,948 
34,091 
26,237 
56,311 
30,943 
43,709 
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G6 WEEKS TO BETTER INCOME! 





Automobile « 





Personal Lines « Fire and Allied Lines + Inland Marine 
Ocean Marine « Commercial Burglary «+ Fidelity and Surety 


and Claims + Salesmanship + Advertising and Life Insurance 


YOU'LL STUDY 


Boiler and Machinery +« Multiple Perils « Legal 





Races on La 
derby a 








On your free week ends you'll have the opportunity to enjoy 
Pacific Northwest scenery—Mt. Rainier National Park, Puget 
Sound salmon fishing, the world-famous Gold Cup Hydroplane 


YOU'LL RELAX 


ke Washington. General will take you ona fishing 
nd salmon barbecue that you'll never forget! 








Home Office : 
Seattle, Washington 


ANNOUNCING 
GENERAL’S 
14th ANNUAL 
ENGI DIAM Moen O15 (010) 9 
JULY 13 thru AUG. 21 
IN SEATTLE 


Every person who owns or is 
employed by an agency representing 
the General Insurance Companies is 
eligible for this intensive, fascinating 
educational program. 


There is no charge for the school. 
Cost of breakfast, the evening meal 
and lodging for the full six weeks at 
a fraternity house at the University 
of Washington is only $175. Women 
will stay at a near-by apartment 
hotel at comparable rates. 





Write or call your local General of America office for full information and application 
form. Here’s your opportunity to improve earning power in Just six weeks! 








INSURANCE COMPANIES OF AMERICA 














































Hie NATIONAL UNDERWRITER 























































































































A& S Direct Direct Direct Direct 
Premiums Losses Premiums Losses 
$ $ 
P Direct a London Guarantee .............. 139,849 169,762 Employers Liability _.......... 56,340 7,139 
Wisi Sp ss€s Lumberman’s Mut. Cas. .. 2,477,680 1,391,530 Employers Mut. Liab., W.s. 229,813 28,966 
$ = Maryland Casualty .......... 1,087,885 735,006 Federal |... oy 205,41 158,583 
: ‘ —_ - Mass. Bonding ................... ; 78, A Fireman’s Fund “Indem. as 42,277 31, 
ager nag ed 070,244 5,680.683 Metropolitan Cas. ......... 60,473 18,063 General Ins. CO. vic, 117,394 4,854 
eee en OA nnn eek Goaines Metropolitan Chicago ........ 1,471,907 | 01,139 Glens Falls ...... 38442 2/926 
oar Ges 542.618 1863169 Michigan Mut. Liab. 1,202,645 672,350 Globe Indem. 88,911 2'888 
ahi laa 2'084'547 1862924 Midland Casualty .............. 281,575 130,317 Great Am. Indem. . "483 6,130 
ete Casualty” -1'g02'956 515.116 Midland National ......... vue 277,430 177,706 Home Indem. . 69,127 21,197 
“ —— be “asua y nae 1618924 1.676452 National Auto. & Cas. . 59,713 34,033 Indem. of No. Am. 203,262 39,774 
Horace Mann Mut. ... 1521976 1600305 National Fire . woe 28,629 62,247 Liberty Mutual 88,941 9,818 
Hara “een” 1316568 11017.839 National Surety 154,625 63,199 Mass. Bonding .... 115,446 29,901 
ee eee “905 221 "363-768 National Union 58,323 12,611 National Surety . 191.909 23,429 
“anne eer er New Amsterdam my 732,738 New Amsterdam . 84,047 37,665 
Aetna Fire ea Tae 15,779 North River ......... erveeeeee _ 92,005 44,158 Ocean Accident  .......ccccc0 75,560 87,260 
NO EE 649,654 Ocean Accident seve 529,800 373,941 Ohio Casualty Hee: ,334 197 
Amer. Hardware Mut. 48,856 Ohio Casualty 471,273 191,230 Peerless _..... 102,414 98,123 
American Motorists 145,503 Ohio Republic ..... osee 25,774 514 Reliance ........ 32,538 448 
American Mut. Liab. : 177,643 Pacific National Fire ............. 112,462 19,330 Royal Indemnity 69,411 32,402 
Amer. Progressive Health 224,267 32,503 Phoenix Assurance ............ 331,427 171,531 St. Paul F.&M. .. 80,248 37,403 
Associated Indem. ..........-... 54,074 36,336 Phoenix, Hartford ................ 141,795 61,355 St. Paul Mercury 8 32,522 982 
Central National .. .. 58,452 18,130 Potomac. ..........0.0- sonat 144,897 36,775 Seaboard Surety ..... .. 92,769 67,732 
Commercial __............- 884,477 565,316 Queen... Sa 8,634 Security Mutual ..... .. 91,484 10 
Community Mutual 72,054 44,744 Royal Indemnity voce 980,499 579,731 Standard Accident .. 143,716 27,860 
Employers Liability  ...... 83,085 eee 258,842 101,078 United Pacific .... .. 67,269 8,222 
Employers Mut. Cas. 595,923 543,237 St. Paul F.&M. ..................... 296,973 212,249 Western Casualty a 33,663 2,385 
Employers Mut. Liab. 990,551 789,580 St. Paul Mercury ................ 59,308 23,134 Western Surety ....ccccceseen 109,066 —_—— 
Federal Mut. Casualty 187,403 135,427 Security Mutual ... ee 521,608 
i | SC ¥ 40,698 Selective _..... bes 180,636 
Federated Mutual. 90,355 Standard Accident 1,426,494 816,317 Surety 
Fidelity & Cas. 241,232 Sun of N. Y. ° 31,192 
Fireman’s Fund Indem. ’ 147,084 Transport Indemnity 168,400 i aes 1,553,474 103,540 
General Accident ee | 377,018 Transport, Dallas ....... . 83,937 23,731 WS F.&G..... 1,285,056 52,743 
Geo. Rogers Clark Mut. Cas. 535,742 239,010 Trinity-Universal _......... .. 218,915 64,184 sa ctna Casualty ..... 942,984 169,200 
Globe Indem. .............. coneies, a 162,332. Truck Ins. Exchange ........... 335,841 171,401 Standard Accident 683,865 165,711 
Great American Ind. ......... 25,244 6,994 United States Casualty .... 355,974 177,383 wartford Accident .. 538,517 17,801 
Hartford Accident ................ 725,620 393,105 United States Fire ....... . 104,190 53,963 Continental Casualty 516,682 3,100 
Home Indemnity eet 36,227 11,723 Universal Underwriters ... 62,501 15,370 Travelers ... 355,905 14,839 
OND cetsetcireceamiienweass 36,713 6,460 Wabash Fire & Cas. ............ 26,898 5,272 wnited Pacif 348,459 393,107 
Hoosier Casualty eS 299,308 Westchester Fire ................ 51,882 21,636 Maryland Casualty : . $38,681 2.797 
Indemnity of No. Am. .. 378, 163,082 Western Casualty . 569,423 247,817 Seaboard Surety .......ccc..-.. 248,350 271,089 
Inter-State Assur. ae 7 Ee a ain 
Kemba Mutual .... 76951 Yorkshire ee, 
LaSalle Casualty | 62,579 Zurich . 200s 1esner, {eine Fre eel 
Lloyds, London 418,528 o 8 ope American Auto... 
London Guarantee ... 25,757 Liability (Not Auto) PD American Casualty, Reading 98,002 4,105 
Maryland Casualty 42,161 American Employers ........ 39,361 299 
Mass. Bonding ............. sienian 47,466 American Motorist A 75,923 
Mass. Protective Assn. ........ 592,481 238,120 Aetna Casualty .............0... 567,995 American States 31,219 5,044 
Metropolitan Cas. ........ 180,236 109,717 Travelers Indemnity es 112,565 American Surety 149,425 7,329 
National Casualty hare 385 526,484 Fidelity & penecnenetied 137,865 Citizens Cas., N. Y. 33,185 
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Ind. of No. Am. ....... -. 1,087,048 485,705 
Ins. Co. of ros sim adisions 29,571 
Interstate F.&C. ......... 87,192 
Iowa Mutual .......... 29,576 
Iowa National Mut 31,233 
Liberty Mutual ....... 454,229 
Licensed Beverage 178,794 
London Guarantee ..... a 149,959 
London & Lancashire ...... 43,882 18,637 
Lumbermen’s Mut. Cas. ... 432,667 164,313 
Maryland Casuaity ................ 784,697 770,352 
Mass. Bonding ..... 276,802 159,251 
Medical Protective 399,117 78,028 
Metropolitan Cas. ... = 191,270 50,320 
Michigan Mut. Cas. .. 310,262 60,064 
Midiand National ............. 502,049 220,773 
Millers Mutual, Alton ........ 29,922 6,664 
Motor Vehicle Casualty... 25,987 4,966 
National Underwriters ......... 52,045 485 
National Surety ........... ss 51,538 
National Union Fire 9,708 
New Amsterdam ........ 294,178 
New Hampshire Fire x 1,964 
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Northwestern National Cus. 151,990 27,545 
Ocean Accident meee 180,264 
Ohio Casualty 86,590 
Ohio Farmers In . 9,288 
Pacific National Fire...... 196,713 10,113 
Phoenix Assurance 152,081 153,088 
Phoenix, Hartford \ 6,566 
Potomac 170,479 10,766 
Reserve. ‘i ceceecet 532 73,267 
Royai Exchange. Assur. ... 123,546 42,147 
Royal Indemnity ............... 561,148 194,800 
Rural Ins. Exchange .- 1,229,547 175,400 
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St. Paul F.&M. .- 586,251 493 
St. Paul Mercury oa 63,994 3,374 
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Security Mut. Cas. v 41,336 18,813 
Seiective 135,165 82,115 
Standard A 770,208 ,003 
State Farm Mut. Auto. 131,716 40,657 
Suburban Casualty 33,876 3,560 
ik ee ee 66,670 7,080 
Trinity-Universal _...... 228,459 32,052 
Truck Ind. Exchange .... 34,285 2,408 
Union Auto. Ind. Assn. .... 43,030 9,209 
United Benefit Fire ............ 39,281 12,445 
United States Casualty ..... 256,585 127,228 
United States Fire .. 85,556 11,614 
abash Fire & =: 25, B04 1,011 
Westchester Fire ...... te 52,268 6,320 
Western Casualty .- 1,308,487 430,754 
Wolverine — .....0.0+ . 110,236 16,271 
yorkshire . 105,633 - 41,643 
as vee 911,501 ‘ 477,015 
Wyoming AR Plan Reports 


On 1958 Operations 


Wyoming Automobile Assigned Risk 
Pian, reporting on operations for the 
12 months ending Dec. 31, 1958, shows 
new applications and renewals num- 
bering 2,866. The plan issued 2,244 


policies on new and renewal 


ments and rejected 82. Applicants did 
not take 504 policies and 36 applica- 
tions were dropped. There were no 
applications pending at the end of the 


year. 


The governing committee handled 
13 appeals, sustaining four rejections 


and overruling five. 


The leading auto writer in Wyoming, 
on the basis of 1956 auto BI premiums, 
was State Farm Mutual Auto, followed 
by Wyoming Farm Bureau Mutual, 
Hawkeye-Security, Farmers Exchange 


and Iowa Home Mutual. 


R. G. Shurtleff is manager of the 


Wyoming plan. 


Saturday Evening Post 


Tells Malpractice Story 
Saturday Evening Post is featuring a 
series of three articles on “Medicine's 
Legal Nightmare,” malpractice suits 
against doctors and hospitals which 


cost almost $50 million a year. 


The first instalment in the April 11 
issue highlights the activity of Melvin 
M. Belli, San Francisco attorney and 
former president of National Assn. of 
Compensation Claimants Attorneys, 
who, “in one way or another, has cost 
the medical profession an average of 


more than $1 million a year.” 


According to the magazine, mal- 
practice claims are being filed at the 
rate of at least 6,000 and possibly as 
many as 9,000 a year. American Medi- 
cal Assn. estimates that one out of 
every seven doctors in the U.S. has 
been sued. In New York and District 
of Columbia the ratio is one out of 
five. In California it is one out of four. 
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D.C. Agents View Agency System Advantages 
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and Gerald K. Cassidy secretary. 
Joseph L. B. Murray was renamed 
state national director and Robert V. 
Oxenham treasurer. 

Mr. Forcier said that independent 
agents have become so alarmed about 
direct writer competition that they 
are overlooking a fifth column in their 
midst. One member is the agent who 
will not adapt his operation to chang- 
ing times. He continues to accept any 
and all business for the commission 
values alone rather than underwrite 
to assure his companies a profit. He 
continues to be a fire and casualty 
man only, in an era of lower commis- 
sions and disappearing markets, rath- 
er than getting into the business all 
the way and writing new lines to off- 
set loss from commission cuts. 


Won’t Recruit New Men 


This type of agent plods along with 
dwindling volume because he refuses 
to recruit young men for his sales 
staff. Mr. Forcier, a self styled small 
town agent who operates against stiff 
mutual competition, is incorporating 
his firm and bringing in as principals 
three younger men to help him in his 
figurative aim of passing along the 
ulcers to the competition. 

The fifth column agent prefers to do 
$2 an hour clerical work behind his 
“executive” desk rather than get out 
and produce. Because he refuses to 
face the facts of life he is a greater 
threat to the agency system than the 
direct writer, in Mr. Forcier’s view. 

Another Trojan horse in the busi- 
ness is the company which can come 
up with only one answer to the price 
differential of |§competitors—lower 
commissions. The same company con- 
tinues to appoint and to subsidize 
part-time, irresponsible and unadapt- 
able agents. It refuses to examine its 
operating methods and to study new 
ideas and techniques. Because it is big 
it tries to dominate the bureaus, Mr. 
Forcier declared. 


Extols California Plan 


Bureaus leave something to be de- 
sired, too, especially in their automo- 
bile rating structures designed for the 
era of Ben Hur and his chariot, he 
continued. He suggested that a rating 
system which permits the accident and 
violation free operator to carry the 
load for poorer risks as cockeyed. But 
there is one ray of sunshine. The Cali- 
fornia merit-demerit system to be in- 
troduced next month may mark the 
turning point in the automobile prob- 
lem. The California system will prove 
conclusively that the automobile prob- 
lem has not been due to excessive 
commissions but to restricted sales 
appeal created by obsolete rating for- 
mulas. Agents’ associations have main- 
tained this view all through the long 
period of disappearing markets and 
high losses, Mr. Forcier observed. 

He advocated cooperative research by 
agents, companies and bureaus and 
the adoption of changes which prom- 
lse improved performance and conse- 
quently better products for insured. 
Then the agents can fully use their 
competitive advantages which include 
long experience, established records 
of performance, technical skills, own- 
ership of their own businesses, com- 
munity leadership, influential associa- 
tions with leaders in other areas of 
business, all lines coverage, personal 
contact with insured, prestige with 
Msurance departments, and political 
influence which can be used con- 
structively in the public interest. 


Bernard M. Levy introduced the 
afternoon panel on “The Agent-Com- 
pany Team.” He said the theme was 
one of “togetherness” which has been 
the main strength of the business in 
past years and now is needed more 
than ever. The panel set-up had an 
agent and a company man jointly han- 
dling each section. 

Review Risks In Advance 


In the underwriting area, Preston 
W. Grant wondered how many agents 
have bothered to review tough risks 
in advance with their company under- 
writers rather than submitting them 
only to receive a declination later. 
He said that many agents do a good 
underwriting job, but some others are 
inclined to lose sight of company prob- 
lems. 

Mark G. Bowen, Standard Accident, 
pointed out that the most effective 
weapon of agency companies is intelli- 
gent individual underwriting of risks. 
This is one of the major differences 
between them and direct writers. The 
latter have been successful in many 
areas, but their approach does not 
permit flexibility in underwriting spe- 
cific risks. The company underwriter 
is often misunderstood, he declared, 
but he has the same motive as the 
agent—profit. Agents should give un- 
derwriters full information at the out- 
set and provide extra underwriting 
intelligence where possible. They 
should seek some basis on which a 
borderline risk can be accepted rather 
than submit on a take it or leave it 
basis. 


Offers Agent’s View Of Claims 


Samuel J. Sugar gave the agent’s 
view on claims. He said producers 
must know their contracts thoroughly. 
He made no bones about the fact that 
in a claim negotiation he represents 
his client primarily while honestly up- 
holding company interests. He has a 
stake in retaining business through 
satisfied claimants. At the same time 
he aims to hold down claims, for it is 
the loss ratio of his agency which de- 





Burrer Retires, New 
Cincinnati Manager 
Named By Travelers 


G. J. Burrer, Cincinnati manager of 
Travelers, retired after more than 30 
years with the 
company. He is 
succeeded by M. E. 
Gardner, assistant 
manager at Cin- 
cinnati since 1957. 

Mr. Burrer was 
the first among 
Travelers fire 
managers to be 
given charge of 
casualty operations 
additionally. This 
was in 1948, at 
which time Mr. 
Burrer gave up Dayton and Columbus 
fire operations. 

A native Ohioan, Mr. Burrer was an 
infantry captain during World War I, 
following graduation from Denison 
University. He went with Ohio Inspec- 
tion Bureau at Dayton after being 
discharged and later traveled Ohio and 
West Virginia for North America, and 
West Virginia for Fidelity-Phenix. He 
joined Travelers in 1926. 

Mr. Gardner joined Travelers in 
1947 as a field supervisor at Indian- 
apolis. He became assistant manager 
at Cleveland in 1952. 
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Burrer 


termines the contingency it receives. 

E. Jack Notley, Aetna Casualty, said 
that agency companies offer not only 
a quality product but quality claims 
service. He pointed out that companies 
have increasingly recruited college 
men, frequently with law degrees, for 
their claims departments in recent 
years. Such personnel puts claim serv- 
ice on a professional level since repre- 
sentatives must have a working knowl- 
edge of contracts, the laws of negli- 
gency, medicine and psychology. 


Value Of Engineering 


A. L. Jagoe and Arthur F. Johnston, 
Travelers, formed the agent-company 
team on the subject of engineering. 
Mr. Jagoe indicated that the engineer 
can be a potent sales and public rela- 
tions representative because insured 
often considers him a member of the 
agency. Mr. Johnston noted that engi- 
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neering service will be appreciated if 
insured is made to realize that he 
pays out $4 in accident costs for every 
$1 in claims paid. Insured’s cost is 
made up of work stoppage, first aid 
efforts, hearings and other factors. 

George P. Schultz, Home, was co- 
moderator with Mr. Levy of the panel, 
and skillfully handled the direction of 
audience questions to the panel partici- 
pants. 

John N. Cosgrove, associate editor 
of THE NATIONAL UNDERWRITER, wound 
up the business end of the meeting 
with a discussion on marketing which 
is separately reported. A_ recep- 
tion and cocktail party followed. 
Among the guests at I-Day were H. H. 
McFarlin, Riverdale, state national di- 
rector of Maryland association, and 
Harry W. Kohler, assistant secretary 
of America Fore Loyalty, down for the 
day from New York. , 
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Buffalo Groups Present Successful Show 
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three month test in Virginia, and was 
then adopted by EUA. 

If insured moves to another state, 
ean the coverage change be accom- 
plished simply by endorsement? That 
may come, Mr. Doremus said. Is it 
applicable to homeowners? It is sup- 
posed to be. 

The panel discussion of problems by 
state association presidents was moder- 
ated by H. Earl Munz of Paterson, N. J. 
Arthur L. Schwab, Staten Island, EAC 
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vice-cl sirman, presided. 

Herbert S. Brewer of Lockport, pres- 
ident New York association, reviewed 
the history of his association’s bill 
which sought to establish statutory 
recognition of a fair and reasonable 
compensation for independent pro- 
ducers. He noted that insurers have 
such statut recognition for profit. 
Although the companies knew about 
the measure right along, they did not 
come out against it until a week before 
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it hit the senate, and after it had been 
passed by he assembly by a very large 
margin. 

He said the pattern has been for 
bureaus to reduce the acquisition cost 
factor and then for insurers to follow 
by reducing commissions. Thus they 
accomplish by indirection what is pro- 
hibited directly. Some agents received 
commission reductions before they got 
the rate sheets on the recent automobile 
rate revision. This was an 18% increase 
but was substantially less than the 
companies had asked. 

Mr. Brewer said the compensation 
bill did not give the superintendent 
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smoothing the sales path for Hartford Group Agents 


National magazines reach the 
prospects you'd like to sell 


Your top insurance prospects—high- 
income home, car and business owners 
everywhere —are magazine readers . . . 
and these are the magazines they read. 
That’s why the Hartford Group makes 
them the backbone of consistent and 


powerful advertising efforts in behalt 
of its producers. 


Hartford’s national advertising does its 
job where it counts most for you—at 
the local level. It pre-sells a wide va- 
riety of coverages for Hartford Group 
Agents everywhere . . . in the United 
States ... in Canada... and in Hawaii. 
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MBIAN NATIONAL LIFE INSURANCE COMPANY, BOSTON 12, MASS 
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authority to control commissions. It 
simply provided the same machinery 
for handling commissions that is pre- 
sently set up in the law for insurer 
profits. The bill would not have created 
an inequity between companies using 
independent agents and those using 
captive agents since under the captive 
agent system all cost is company cost. 


Recognition Helped Prestige 


The agents greatly enhanced neir 
prestige in getting strong recognition 
from legis'ators, he said. Both houses 
passed the bill with big margins. It 
was then vetoed by the governor. Mr. 
Brewer predicted that if companies 
continue to cut commissions, legislation 
of this kind is going to be necessary to 
keep the agency system going. 

Nelson I. Beers of Old Greenwich, 
Connecticut president, reviewed devel- 
opments in that state. He noted that 
with the new assigned risk surcharges, 
running from 10 to 100%, agents will] 
get a net commission of about 12%. 
This is because, though the commis- 
sion rate is a flat 8%, the average 
assigned risk under the new program 
will have a 50% surcharge. 

Homeowners’ commissions have been 
cut in Connecticut from 25 to 20% but 
not by all companies. If, he said, the 
agent wants to switch this business 
from one company to another, that is 
his business. He said the publicity in 
connection with the anti-Allstate legis- 
Intion in New York, which passed the 
assembly and died in the senate, points 
up the difference between agency sys- 
tem and direct writer insurance. 


Auto PHD In R. I. 


Elwin T. Gammons of Providence, 
Rhode Island president, discussed the 
market stringency that developed last 
year in the auto PHD lines in his state. 
It became so bad that a bill was 
introduced to establish an assigned 
risk plan for this business. George Bis- 
son, then commissioner, took notice of 
the situation and sent a questionnaire 
to agents to find out what was going 
on. 

Of 345 questionnaires, 261 were an- 
swered. They revealed that 56 agen- 
cies had experienced terminations ol 
PHD facilities by insurers. Of. this 
number, 41 reported one termination, 13 
reported two, one reported three, and 
one reported four. The association dis- 
cussed the matter and concluded that 
the legislative bill was not the solution. 
Instead, Mr. Bisson wrote the compan- 
ies saying they should be a little more 
lenient. He told the agents they ought 
to be a little more careful in writing 
the business. 


Closer Liaison Established 


Paul Trimbur of Pittsburgh, Penn- 
sylvania president, said that association 
has established closer liaison with the 
commissioner on legislative problems. 
The agents asked for department help 
on some legislation, and Commissioner 
Smith agreed. In turn, he asked for 
the agents’ assistance on some legisla- 
tion, and they agreed. He noted that 
Mr. Smith is interested in legislation 
barring fictitious groups, free insuI- 
ance, and some other practices. He 
said he does not believe that Pernsyl- 
vania will get compulsory autu—al 
least not in the next three years. 

Milton Grannatt of Trenton, presi- 
dent of the New Jersey group, reported 
that the association has gained tremen- 
dous stature from its safe driver cita- 
tion program. These citations go t0 
communities fer no fatal accidents, and 
there were more than 400 of them 
during the first year, 1955, with the 
contest period Thanksgiving to year 
end. On top of this, the best community 
in the county and the best in the state 
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get special awards. 

The awards are now on TV, the 
same station that is carrying the NAIA 
advertising program, Channel 13, New- 
ark. The length of the program was 
extended to Memorial Day to year end 
last year, and is being conducted all 
year this year. In addition, because 
fatalities themselves are not too mean- 
ingful, the association has developed 
a municipal survey form to learn what 
the community is doing with traffic 
safety generally. 

This is no longer just a public rela- 
tions operation, Mr. Grannatt said. It 
has achieved for the agents real recog- 
nition in the motor vehicle bureau, the 
attorney general’s office, and with the 
governor. It has put agents in the 
center of any traffic safety activity in 
the state. 

Notes Some Progress 

Herbert W. Chalmers of Bridgton, 
Maine president, said agents were 
making some progress on an agents’ 
qualification law. Compulsory auto has 
a chance this session of the legislature, 
though the agents strongly opposed it, 
as they did an unsatisfied judgment 
fund bill. The association is willing to 
settle for mandatory uninsured motor- 
ist cover rather than take compulsory 
or UJF, he said. However, they are 
supporting the all industry bill to 
tighten financial responsibility. With a 
new executive secretary, Reuben K. 
Dyer of Yarmouth, membership is 
growing, he said. 

Eugene P. Soles, Portsmouth, New 
Hampshire president, said his group is 
working on a competitive bidding plan 
for coverage of the state’s 900 motor 
vehicles. It has been going to an out- 
of-state direct writer, Employers Mu- 
tuals of Wausau. The association con- 
ducted a survey of members, asking 
how many persons on the payroll, how 
many owned their own homes, etc. 
There was an 83% return and with the 
material the executive secretary, The- 
odere J. Rouillard, prepared releases 
showing what the agents mean to the 
state. This has had very good results. 
When the bidding was held on the state 
business, agents protested the present 
method of awarding by competitive 
bid and asked for a method that would 
do justice to the local agents. They 
have payrolls of more than $4 million. 
In former times, when the agents got 
the business, the commission went to 
the association, he said. 

Dunn’s Views On Mass. 

Clifford E. Dunn of Fitchburg, Mas- 
sachusetts president, observed that his 
agents are used to being quarantined— 
they have lived with compulsory for 
32 years, and until recently were re- 
garded by other agents as untouch- 
ables. Also, the combination of fire, 
casualty and life companies is not new 
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York, and make its own filings. 

The strength of numbers. which 
formerly existed under a uniform rat- 
ing plan has disappeared, and now 
represents the chance to sink rather 
than swim together. If neither of the 
foregoing moves seem logical, it might 
be well to pursue the thinking that 
has already been applied, on class 2 
business, by giving special considera- 
tion to those classifications of business 
that have earned a higher dividend. 
Insurers can, by deviation or dividend, 
circumvent the disadvantages of rating 
plans forced upon them by their affili- 
ation with organizations that choose to 
follow archaic methods, he said. 

Agents must also institute a modern 
program of public relations and devel- 
op a bona fide liaison program with 
companies, Mr. Milbrandt contended. 
They must seek to abolish the unilater- 
al contract and institute a substantial 
contingent plan which will provide the 
agency system with every advantage 
to assure companies a fair share of the 
expanding market, upgrade the agency 
plant to such an extent that a small 
differential in cost would be acceptable 
in return for a desired improvement in 
service, and provide the reasons for 
permitting the present agency group 
to furnish the required number of 
salesmen to meet the needs of the 
next decade. 


Automation And Communications 


In a talk on agency costs, Henry D. 
Bean of Haddonfield, N. J.. NAMIA 
president, said that electronic processes 
are becoming a part of the business 
and agents must live with them. His 
comment was in connection with 
NAMIA’s decision to authorize a study 
on automation. The question of sur- 
vival is involved in his opinion. 

Mr. Bean said the mutual agency 
system is a good one and it can be 
adapted to changes now under way in 
the business, “but we are not disposed 
to defend a system simply because it 
appears to benefit us. If new methods 
and new procedures can enable us to 





to his agents, nor is the life type of 
contract. Noting that Connecticut has 
200 bills relating to insurance, he said 
his legislature has 300, none of them 
any good for the business. 

Charles H. Frankenbach of West- 
field, N. J., outgoing EAC chairman, 
strongly urged the companies to quit 
their giveaway program in the auto- 
mobile assigned risk plans and start 
charging these risks what they cost. 
The business ought to be rated separ- 
ately, and types of risks and their costs 
in claims should be studied and the 
rates applied accordingly, he said. 


render a better professional service for 
the policyholders, we are for it. If 
other segments of this industry can 
live and profit with automation, so 
can we,” he concluded. 

In his administration report, Mr. 
Kroeger noted that the association will 
continue to seek a working liaison 
with the top echelon of company ex- 
ecutives. This is vital because their 
joint futures are at stake. In this 
connection, he said, it is significant 
that companies have never given evi- 
dence of a desire to meet with agents 
for discussion of common problems. 
Agents have always had to instigate 
and arrange meetings, and as a: result, 
no effective understanding has re- 
sulted. 
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The agents adopted a resolution call- 
ing for higher limits under the New 
York Auto Assigned Risk Plan with a 
commensurate additional premium. 
Notes Cooperation 

Another resolution noted that Mu- 
tual Bureau companies cooperate with 
National Bureau in promulgation of 
auto classifications and rates. As a 
result, they have received and will 
continue to receive an adverse selec- 
tion due to competitive classifications 
and rates of independent companies. 
The agents therefore resolved to re- 
quest their companies to take immedi- 
ate steps to make competitive plans 
available. 

Other resolutions called for a cooper- 
ative public relations program with 
the companies, and for the establish- 
ment of a formal agency-company 
liaison committee. 
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invaluable service the 
agent provides along with the quality 
insurance he sells. Some want the 
cheapest insurance they can get. That 
market is gone—“‘we can’t compete on 
price alone. But if we can have the 
rest of the market, we will still have 
the best of it.” 

His program is: 

1. Let agents and company men get 
together and settle upon a definite 


cost for the 
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objective—a price that is competitive. 
He emphasized that he was talking 
about company men and not compan- 
ies. 

2. Present costs of operation should 
be disclosed between company men 
and agents, and ways then explored 
to reduce them. What is being done by 
agents that the company could do at a 
lower unit cost? Are there techniques, 
systems, machines now on the market 
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GROUP SALES 
REPRESENTATIVE 


To represent 50 year old exclusive Life 
and A & S Company in Home Office Ter- 
ritory—Peoria, Illinois. Minimum of one 
year group sales experience, 25-40, mar- 


ried—college education preferred. 


Salary, Bonus, expenses, 
car furnished plus Retire- 
ment and Group Life and 
Medical Benefits. 

Replies held in strict confidence. Reply 


Box F-84, c/o The National Underwriter 
Co., 175 W. Jackson Bivd., Chicago 4, Ill. 








Commercial Lines— 
Sales Training Developer 


Our rapidly mann compen seeks a Com- 
mercial Fire and/or sualty experienced man 
with demonstrated ability to prepare agent 
trainiag programs. 


Qualified applicants mae have had multiple- 
line Special Roost, multiple-line Sales h 


Opportunity 
For General Insurance Producer 


Well established general insurance agency in St. 
Petersburg, Florida with highest standards of oper- 
ation has opening for man with extensive sales 
experience. 

Requirements: Must have broad insurance back- 
ground, good judgment and creative ability. Should 
like to meet people and conduct negotiations. Age: 
35-50. The man we are seeking must be able to 
produce good evidence of his sales accomplishments. 
Salary open. Liberal arrangement for right person 
in Profit Sharing Trust, Group insurance, and other 
employee benefits. 

In replying, please furnish personal resume; replies 
will be treated in strict confidence. Address Box 
F-14, ¢/o The National Underwriter Co., 175 W. 
Jackson Bivd., Chicago 4, Ill. 








WANTED 
CLEVELAND FIELDMAN 


Fine opportunity for an ambitious man with 
insurance background and proven sales ability 
to service local Cleveland area. No overnight 
travel. Excellent benefits and future with multi- 
ple-line stock company known nationally for its 
rapid growth and sound underwriting. Send con- 
fidential reply to Box F-87, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., Chicago 
4, Illinois. 








ment or Home Office sales training background. 


Replies held in strictest confidence should in- 
clede age, experience, educetion and expected 
salary. 
Send Résemés te: 
Personnel Division 
Alistate Insurance €e. 
7447 Skokie Bivd. Skokie, lilinois 








Opportunity 


with independent adjustment firm in Western 
Ohio for experienced Fire Adjuster. Good sal- 
ary, monthly bonus, fringe benefits and com- 
pany cor. Inquiries will be kept confidential. 
Write Box F-25, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








Balt. Agcy. Sale 

Well est. firm. Div. profitable, tariff business. 
Over %% direct. G/A contracts with finest 
Americas Cos. Development opportunity. Good 
buy for eeftl. —— firm. Abt. $60,000—comms. 
Terms: cash. Aged owner retiring. Please, prin- 
pen only re iving financial refs. Box F-59, 

The National aderwriter Co., 175 W. Jack- 
son Bivd., Chicago 4, Ill. 








A Multiple Line Mutual pany has 

in Detroit's Service Office for an egaressive 
field representative. Good future for a good 
producer. Write giving résumé of past expe- 
rience, education and salary. Reply Box F-49, 
c/o The National Underwriter Co., 175 W. Jack- 
son Bivd., Chicago 4, Ill. 








DO YOU NEED A 
GOOD CLAIM MANAGER? 


Able administrator, experienced in all lines, 
willing worker, highest qualifications, licensed 
attorney, desires greater opportunity with grow- 
ing company. Reply Box F-78, c/o The National 
Underwriter Co., 175 W. Jackson Bivd., Chi- 
cago 4, lil. 








ADJUSTER 


Challenging opportunity in San Francisco is im- 
mediately available for applicants experienced in 
all types Ocean Marine Claims. Comprehensive 
benefits program. Please submit résumé of educa- 
tion, experience, salary record, to: Box F-79, c/o 
The National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ml. 








WANTED 
Aurora, Lllinois or vicinity resident adjuster. Must 
be experienced multiple line adjuster capable of 
discharging duties without need of close supervi- 
sion. State complete background and salary need- 
ed. Reply Box F-82, c/o The National Underwriter 
Co., 175 W. Jackson Bivd., Chicago 4, Til. 








AVAILABLE 
13 years diversified experience, Fire and 
Casualty. Desire Underwriting or Field po- 
sition. Age 34. Salary open, will relocate. 
Reply Box F-83, c/o The National Under- 
a Co., 175 W. Jackson Bivd., Chicago 
4, Il. 





How Agents Can Combat Effect Of Competition On Income 


that the business ought to be using? 
Is fullest use being made of electronic 
policy writing and billing, of continu- 
ous policies or automatic renewal by 
certificate? Does the agent have all 
the time he needs for selling? What 
percentage of the premium is going for 
management in agency and company? 


Indispensable Costs 


Basic clerical expense, rent, etc., are 
indispensable costs to companies and 
to agents. The fortunes of both the 
salaried executives in agency com- 
panies and proprietors of agencies 
must follow the fortunes of the busi- 
ness. If adjustments are necessary to 
meet competition, they must be made 
or there will be no income. Salaries 
and commissions both must be subjects 
of negotiation in a free and competitive 
market. Agency companies must have 
agents to sell and executives to man- 
age. Each is at liberty to make the 
best deal he can. Contingent commis- 
sions can be used to reward individual 
effort by agents just as incentive bon- 
uses reward executives. But the base 
rate must be kept low enough to 
maintain a competitive price. 

3. The New York auto rate increase 
is a life saver for all the companies. 
It is not enough, but even half a loaf 
helps. But it makes the competitive 
situation worse. 

“Our work is cut out for us,” Mr. 
Baier declared. 

Mr. Craugh said that the manager 
of an insurer may not be in the best 
position to predict to his agents just 
what are the future prospects for 
augmenting agency income. The agents 
themselves are qualified to do that. 


Close Partnership 


Yet because of the close partnership 
between company and agent and their 
mutual interdependence, management 
does have a responsibility to work 
hand in hand with agents, to assist 
them in every way possible to meet 
ever-increasing competition, and final- 
ly, to find ways and means of assuring 
agents a reasonable profit in the mar- 
keting and servicing of the product. 

In automobile, 20 years ago, mutual 
insurers and their agents basked in 
the pleasant sunshine of a seller’s mar- 
ket, he said. They enjoyed a highly 
competitive advantage through sub- 
stantial dividends to policyholders as 
against the prices charge by stock 
company competitors. One reason for 
dividends to policyholders was the fact 
that mutual agents traditionally were 
paid a lower rate of commission than 
stock company agents. Mutual agents 
flourished and prospered. Then came 
the revolution. Direct writers entered 
the mass production field and slashed 
prices. 

Their success has been due solely to 
the fact that they were able to sell 
their merchandise at a lower price, 
Mr. Craugh declared. That this appeal 
has been successful is shown by the 
fact that more than 30% of all automo- 
bile business written today is written 
by four direct writing companies. They 





FIRE UNDERWRITER 
DETROIT 


For expanding local office of nationwide Stock 





IGNORE THis IF 


your organization can not offer a strong challenge 
to an aggressive fire and marine executive. 12 
years of foreign and domestic direct and reinsur- 
ance underwriting have made me anxious to move 
up. ——— residence — be given preference. 
Experien: résumé sent request. ly Box 
P-75, ee. The National _Dnderwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Tl. 








WANTED 


Fieldman with a following going General 
Agency, desires a General Agency Contract 
with a Multiple Line Company operating on a 
dividend or paanggy We —, in } + ger and 
neighboring states. Reply Box F-85, c/o 
National Underwriter =. 175 W. Jackson 
Blvd., Chicago 4, Ill. 








y. You will assume responsibility for 
handling our Fire business. Must be capable of 
taking advantage of expanding opportunities 
In @ young rapidly growing organization. En- 
thusiastic, aggressive, and sound education. 
Unique benefits. It will pay you to investigate. 
In confidence, write Box F-90, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., Chicago 
4, Illinois. 
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now have invaded the fire business, 
and someone has estimated that in the 
next five years they will control 50% of 
it. 

What can be done about it? One 
drastic solution would be to abolish 
the agency system and duplicate the 
merchandising methods of direct writ- 
ing competitors. But this would be 
unthinkable to a company that has 
thrived in the past upon the contribu- 
tions made by its agents to the growth, 
development and prestige of the com- 
pany, Mr. Craugh said. It would also 
disregard the difference in quality of 
performance between direct writers 
and agency companies. 


Policyholder Important, Too 


No mutual insurer, he said, can long 
expect to thrive and prosper if it is 
organized and operated to furnish fi- 
nancial rewards to only its managers 
and agents. The policyholder comes 
first in the order of things. To attract 
him, the nature of the competition 
must be analyzed, prices must be kept 
within reasonable range of direct writ- 
ers, and company and agency expenses 
must be reduced. 

His own company, he said, is search- 
ing every corner and crevice of opera- 
tions to reduce or eliminate expenses. 
It is proceeding full speed in its auto- 
mation program to achieve automatic 
renewal of automobile policies. He 
noted that the operating expense ratio 
of a large agency is much lower than 
that of the small one. 

On any single line of insurance, he 
said, if adjustments are required to 
keep the cost on a reasonably competi- 
tive basis, ‘“‘such adjustments should, of 
course, be fair and equitable and not 
ruinous or confiscatory.” 

The economic status of the agent of 
the future will improve in direct ratio 
to the growth of his business, Mr. 
Craugh said. But this increase can’t be 
assured if the price is too high. 

He looks for an even closer relation- 
ship with agents than in the past. To 
accomplish this, companies, including 
Utica Mutual, are planning to provide 
incentives by way of rewarding agents 
who do a better than average job of 
underwriting and whose performance 
generally is above average. 


Flanagin Notes Opportunities 


Mr. Flanagin believes that the 
agent’s opportunities are just as great 
as they were 25 years ago. But com- 
panies had better do all they can to 
make that belief come true. If the day 
comes when agents don’t make money, 
when a young man looking for a future 
doesn’t feel that representing agency 
companies offers him a rich reward, 
the companies’ future, too, will be 
dark. 

The real need for the future of agen- 
cy income is to make agents more 
competitive. This requires reducing 
costs. 

“We made our adjustment in auto- 
mobile commissions in the firm belief 
that over the long pull our agents 
would benefit by this move, and that 
any temporary loss in commission in- 
come would be more than made up by 
their ability to hold present business 
and sell new accounts through being 
more competitive,” he declared. 

This adjustment is not the sole 
answer to becoming more competitive. 
The problem is being attacked on a 
number of fronts. It is estimated that 
the commission adjustment will reduce 
acquisition costs between one and two 
points. The requirement of an applica- 
tion signed by each new insured is 
expected to improve the ratio on new 
business very materially. New and 
renewal experience may improve by 
another two points or so. Similarly, 
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American Surety Sets 
New Accountant Rates 


Lower rates have been promulgated 
by American Surety for accountants 
professional liability. 

The filing, which has been made in 
all states, provides for a 10% experi- 
ence discount at policy or premium 
period inception if the risk is claim or 
suit free for an immediately preceding 
period equal to the term of the new or 
renewal period; a 33.3% reduction in 
the charge for Securities Act coverage, 
and a final additional 10% discount on 
the entire premium. 





over the next year or two, economies 
the Kemper group is putting into effect 
through increased use of electronic 
data processing equipment and com- 
prehensive procedural studies will re- 
duce expenses, other than commissions, 
by one or two points. 

Together, these steps may produce a 
result that will place producers in a 
position to compete properly with the 
captive agent companies. 


Eliminate Duplicate Effort 


Much can and should be done to 

study agency operating costs and to 
eliminate non-essential duplication of 
efforts between companies and agen- 
cies, he added. Several years ago his 
group introduced Kemper-Matic, the 
continuous policy with renewal notices 
mailed by agents to policyholders. 
Many agencies, particularly those that 
adopted Kemper-Matic on all of their 
policies, have reduced costs as a result. 
Other fields offer considerable promise 
and they are being explored thorough- 
ly. 
"The competitive problem is not lim- 
ited te individual automobile insur- 
ance. Some agents have said that they 
are ready to give up personal lines to 
concentrate on commercial and indus- 
trial accounts. That is a mirage, he 
declared. 

At the beginning of this year, one 
of the biggest direct writers specializ- 
ing in individual risks had 30 men in 
its industrial division. It has been hir- 
ing the best insurance salesmen it could 
find because it intends to have 300 
men in this division by the end of 
1959. The company recently received 
approval of a 15% deviation for com- 
mercial fire business in New York and 
Illinois. That company last year bid on 
one of the largest fleets Kemper writes 


INSURANCE 
OPPORTUNITIES 


EXECUTIVES OF TOP COMPANIES WHO 
ARE SATISFIED CLIENTS LUST THEIR 
NEEDS WITH US REPEATEDLY. TAKE 
ADVANTAGE OF THEIR CONFIDENCE 
IN CADKLLAC. 

















* AGENCY MANAGER ............ $7,500 
¢ A& H UNDERWRITER .......... ,000 
¢ FIRE UNDERWRITER ........... $7,200 
Sere EOMNUEER ... wc eee $7,500 
CASUALTY MANAGER .......... $9,000 
FIELD MAN, MICHIGAN ........ $8,000 
SAFETY ENGINEER—TRAINEE ... $5,400 
A & H GROUP UNDERWRITER ... $6,600 
BRANCH MANAGER ............ $8,500 
GROUP INS. ABM. ............. $7,200 
A & H GROUP, SUPERVISOR .... $9,000 
VICE PRESIDENT—ADM. ....... $22,508 
CALL WIRE WRITE 


In Complete Confidence to: 


H. J. Roberts 
Insurance Executive Consultant 


CADILLAC ASSOCIATES, INC. 
29 E. Madison Building Financial 6-9400 
Chicago 2, Illinois 


“Where More Executives 
Find Their Positions Than 
Anywhere in the World.” 
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and submitted a highly 
quotation. 

So the competition in the commercial 
and industrial field will become in- 
creasingly keen, Mr. Flanagin asserted. 
But that by no means stifles its future. 
“You and we are in particularly for- 
tunate position to meet and overcome 
this competition. We have done so for 
years and we will do so in the future. 

“But to be successful, we must, as 
we have in the past, be competitive on 
price. 


competitive 


Need To Do Account Selling 


“We need to do a better job of 
selling accounts, rather than individual 
policies.’”’ This makes individual cover- 
ages harder for competitors to pry 
away. 

Maintain closer contact with policy- 
holders, he advised. The policyholder 
who never hears from or sees his agent 
except for money is not apt to place 
much value on agency service or dif- 
ferentiate between the service he will 
receive from a captive agency com- 
pany and from a mutual agent. 

Analyze office expenses and cut 
them wherever possible, he suggested. 
Strict expense control often can reduce 
agency costs materially. 

Be receptive to the changes which 
are inevitable in this system of doing 
business. If new methods are developed 
which will serve the policyholder ef- 
ficiently at lower cost, “we must, if we 
are to prosper, adapt ourselves to those 
procedures.” 

Look to new opportunities to expand 
agency income. Homeowners policies 
brought thousands of agencies a sub- 
stantial increase in income. Sell insur- 
ance to value. That will increase agen- 
cy income. 

There is real opportunity in A&sS, 
major medical and life insurance. The 
good salesman of these lines would 
give a lot to be able to work the 
agent’s list of present policyholders, 
which to him would be a gold mine. 

The recent automobile rate increase 
in New York will increase agency 
earnings. 

The opportunities ahead are great, 
Mr. Flanagin concluded. Change will 
come, but the aggressive, competent 
producer should find his income in the 
future very rewarding. 


Developments Forcing Changes 


Certain trends and developments are 
going to influence the business and 
company and agency earnings from it, 
Mr. Force said. 

For one thing, loss ratios appear to 
have risen permanently. This is cer- 
tainly true of automobile liability and, 
on the basis of 1958 results, it may be 
true of homeowners and fire lines 
generally, inland marine, and others, if 
to a lesser degree. There will be rise 
and fall in the loss ratios—what the 
veterans in the business call cycles. But 
these fluctuations are very apt to occur 
above a higher base loss ratio than they 
used to do in fire, in inland marine, 
and in automobile. This is, in part, 
because of competition. 

For another thing, the kind of com- 
petition in the years since 1944 is new, 
and it has not even yet developed its 
full intensity and variety, even though 
it is today more severe than ever 
before. 

The new factor in competition, some- 
times overlooked, is that at one time 
all elements in the premium were some- 
what stabilized. Permissible loss ratios 
were lower. Company expense and 
commissions were pretty firm. Now 
none of these is stable. All are under 
pressure, and are moving—loss ratios 
up and the other two down. 

The companies operating with agents 


Berkshire Mutual Fire 
Rebuilds Home Office 


Berkshire Mutual Fire has com- 
pleted the rebuilding of the interior of 
its home office at Pittsfield, Mass. 
Though it has one-third more usable 
space, this was accomplished without 
enlarging the Colonial style structure 
completed in 1932. 

By not enlarging the exterior, the 
company held its cost to $100,000, 
about $500,090 less than a new building 
would have cost. The plan for better 
space utilization involved substantial 
revision of office procedures. 

Excess furniture, equipment, etc., 
were put in storage. A new filing 
system was installed for maximum use 
of work time and space, and a record 
destruction program was initiated to 
reduce the need for filing cabinets. 
Mechanization was expanded. 

Modernization includes lights, air 
conditioning, beautification. John D. 
Cox Jr., president, planned the refurb- 
ishing, and William B. Palmer, secre- 
tary, supervised the work. 





who represent them exclusively are 
not slowing down. The leaders in this 
field, on a tremendously increased pile 
of premiums, are maintaining a per- 
centage growth of 15 to 20. The only 
ones going at a similar pace are a few 
companies that have adopted some of 
the direct writers’ practices—a rate 
discounted in advance, direct billing, 
continuous policies, signed applications, 
and aggressive marketing. One such 
company is putting on premiums at a 
rate of increase of 40%. 

The companies, agency or non- 
agency, in this category are beating the 
brains out of their competitors. 

This comnrctitive contest is a conflict 


of movement and maneuver. Some 
companies already have made their 
moves and are out ahead. How can 


agency companies that have not modi- 
fied their traditional methods of doing 
business catch the ones that are out in 
front? For some insurers, it may be 
too late to overtake the leaders. But it 
may not be too late to keep up and 
even forge ahead. 

However, this 
sitting still. 

This is why commissions on auto- 
mobile have been adjusted, why com- 
missions on homeowners are being 
adjusted, and why commissions on in- 
land marine are being modified to 
some degree. These realities are what 
are forcing changes in the business. It 
is not because the companies, or some 
of them, have suddenly decided that 
agents are being paid too much and 
sent out notices of commission reduc- 
tions. 


cannot be done by 


Automobile Commissions 


It is difficult to tell where automo- 
bile commissions are going. If commis- 
sions on automobile have been adjusted 
by companies that are continuing to 
take business from the agent, he may 
have seen the worst of the changes in 
the automobile field. The rate increase 
in New York will help but is not 
going to eliminate, though it may re- 
duce, the pressure for expense modifi- 
cations and increased efficiency. Nei- 
ther is it going to solve altogether the 
tightness of the market. 

Agents frequently ask why should 
they take a 40% cut, or same such 
figure, and companies take little or 
none of the reduction that is being 
effected? This is a good question, but 
if losses and taxes are excluded, the 
company share of the premium dollar 
may be and very likely is less than 
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the agent’s share. Consequently, a two 
or three point reduction in its con- 
trollable expenses by the insurer may 
equal a five point reduction in the 
agent’s wommission. 

This is a family quarrel, and Mr. 
Force said he was not going to get 
involved in it except to say that it is 
going to require a satisfactory family 
answer if agents and agency compan- 
ies. are to continue to have a place in 
the marketing sun. 

What is a possible solution? The first 
step, he said, is to put the two phases 
of the problem in their proper instead 
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of reverse order. The primary difficulty 
for both the agent and his companies is 
to meet the competition. That was the 
agent’s first problem when he entered 
the business and had to meet all com- 
ers. It is the first problem today. Once 
that is done, the agent can solve the 
second problem, which is to rebuild 
his income to where it was and even 
to increase it. 

Basically, the agent and his company 
have got to eliminate all duplication of 
effort. They must settle on methods 
that will produce the most processing 
for the least cost. Here the best ap- 


proach is to work out changes together, 
company and agent. But however it is 
done, it has to be done. If the com- 
petition is asserting a five to 15 point 
advantage in results over agents and 
agency companies by direct billing, 
continuous policies, signed applications, 
money with the application, no flat 
cancellations or free insurance, etc., 
all they have to do is to avoid making 
serious mistakes, keep on going, and 
end up with all they want of the insur- 
ance business. 

If a percentage of the contribution 
to solving the marketing problem has 
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policy printing 


BOTH are maintained at the high- 
est standard to assure prompt deliv- © 
ery of premium quality printing. 


’ UP-TO-DATE EQUIPMENT to han- 
dle any type of and volume of policy 
printing, including “Reddi-Snap””® car- 
bon interleaved forms and ‘‘Reddi- my 
Speed’”® continuous forms. 


® TEXT— guaranteed to be in accord- 
ance with bureau release 


® ENGINEERING FACILITIES avail- 
able for developing policies and forms 
adaptable to individual company re- 


Write Dept. N for specimen policies 
and further information. 
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216 W. Jackson Blvd., ANdover 3-1503 
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to come out of the agent’s pocket, the 
company for its part has got to con. 
tribute some out of its pocket. 

But, beyond this the agent has to 
take more out of the pocket of insured, 
He needs to get insured to pay prompt- 
ly. He has to get full and accurate 
information from him to assure proper 
classification. One small insurer had 
four fairly serious new claims come ip 
in one recent week. It rechecked and 
found that all four risks had been 
misclassified. Needless to say, the mis. 
classification was in favor of insured, 


Other Ways Of Getting More 


The agent has to take more money 
from insured in the way of higher 
limits for property damage liability 
and comprehensive personal liability, 
more adequate medical payments, in- 
surance to value on property, and by 
selling him A&S and life insurance. 

Make insured pay his way, Mr. Force 
urged. The values the agent is giving 
him today in automobile, homeowners, 
and other property and liability lines 
are the biggest bargain he has ever 
had. The values in A&S are tremend- 
ous, for him, if the agent represents 
the right companies, and the values in 
life insurance are an absolute essential 
of modern living—for him. 

The agent can meet his competition. 
If he understands the modern market- 
ing problem and he represents com- 
panies that understand it, he can adjust 
his operations and himself to solve it. 
After all, if this is the best system of 
insurance distribution, as agents con- 
tend it is, now is the time to prove it. 


Mutuals Raise Auto Rates 
On Two So. Dak. Classes 


Mutual Insurance Rating Bureau 
has increased automobile BI & PDL 
rates for commercial vehicles and for 
division 1 garage risks in South Da- 
kota effective April 8. The revisions 
result in an average statewide in- 
crease of 22.2% for commercial ve- 
hicles and 8.4% for division 1 garage 
risks. 


Set Up Grant To Study 
Alcohol, Traffic Safety 


The first scholarship for study to 
determine the relationship of alcohol- 
ism to traffic safety has been estab- 
lished by the James S. Kemper Foun- 
dation, the California department of 
motor vehicles and the Los Angeles 
Committee on Alcoholism. 

The Kemper Foundation will award 
a $750 scholarship to a staff member 
of the motor vehicle department to 
attend the Yale University summer 
school on alcohol studies this June. 

“Once the role of alcoholism is re- 
cognized in the over-all traffic prob- 
lem,” Mr. Kemper said, “further de- 
finite steps may be taken to combat 
both alcoholism on the highways and 
the traffic death and accident toll 
itself.” 


To Form East Coast Ins. Co. 

A group of New York and New 
Jersey incorporators has given notice 
of intention to form East Coast Ins. Co. 
in New York City. The company, with 
proposed capital of $700,000, will write 
multiple lines, except life. 

Suffolk County (N.¥.) Assn. of In- 
surance Agents will hold its annual 
meeting April 22 at Hotel Henry Per- 
kins, Riverhead. Officers and directors 
will be elected. Andrew J. Bucksar, 
manager of the suburban division of 
New York Fire Insurance Rating Or- 
ganization, will discuss recent changes 
in time element rules. 
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Groups Ranked By Premium Volume 


(CONTINUED FROM PAGE 1) 





















Rank In Total Premiums | Rank In Total Premiums 
5758 Vritten 57°58 Written 
ge. 42. North British .............sssss 52,570,845 | 37. 2G. Peerkess ....escconzsccccssccsosssesssesecsee 19,987,214 
45. 43. American Surety .. §1,525,874 78. %7. Republic, Dallas. ..............0. 19,468,148 
@. 44. Phoenix of London ............. 48,625,849 79. 78. Cambridge Mutual ............. 15,544,880 
g. 45. Employers, Dallas ....... 48,160,231 80. 79. Houston F.&C. ......2..cccc 13,661,940 
47. 46, National Union ........... a. 45,901,040! 84. 80. National Auto & Cas. ........ —— 
37. Western, Kansas 43,600,203 86. OP ee 13,043,282 
4 om —eatiine 41,780,441 | 81. 82. Anchor Casualty ..... nu 12,710,896 
54. 49. Atlantic Mutual .... 39,615,649 ey oo —— General ...... wee yp 
50. Northern of N.Y. ....... SNR AIG | SS ee ace See 
= pg rea man "97,998,510 | 90-85. Abas nnnccnreonnnnenmnnen na 11,401,786 
48, 52. American Fidelity ............. 37,933,505 on ay cep crema ae 
~ ~ ~~ ie . ’ ‘ 
i. St Cersoon & Reynolds ..... $3,614.52 | 8% 88. Seibels, Bruce 10,581,672 
a an $2,184,423 | 93+ 89. St. LOUbs annercrscvenernrneeneen 10,574,146 
- 2 ao 184,4°9 | go 90. Fester, Fothergill & 
§8._ 56. Pacific Of N.Y. ccwcrnennne $1,768,479 OSES A 10,350,341 
59. 57. New Jersey Mfrs. ....... -- 30,848,825 | 94 91. Scottish American. .......... 10,280,936 
46, 58. Service Companies .............. 30,192,839 | 33/92, Northern of London .......... 10,065,844 
57. 59. Ohio Farmers. .............00000 29,139,888 | 9¢ 98. American Indemnity .......... 9,165,143 
63. 60. Northwestern National ...... 28,972,673 95. 94. Norwich Union 8,367,538 
55. 61. Commercial Credit 28,854,826 | 9 95. Celina Mutual ......... 8,202,739 
61. 62. Pacific Employers. .... 27,842,342 | 97. 96. Millers National 7,910,786 
66. 63. Trinity Universal ...... 27,470,394 | 199, 97. General Acceptance ........... 7,449,847 
67. 64. American Home ........ 26,681,689 | 99 98. American Equity. .........- 7,186,482 
62. 65. Merchants, N.Y... 26,446,414 | 19) gg. ‘en. bee... 7,008,350 
64. 66. Bituminous Casualty ........ 26,008,829 | 193. 100. Appleton & COX... 6,302,481 
52. 67. Gulf, Texas .........ccccecseeseneene 24,462,598 | 105. 101. Harford Mutual ...... cae 5,909,015 
71. 68. Hawkeye-Security _............... 23,732,248 | 104. 102. Cemtury .........ccescccccssscsssceccsseses 5,643,250 
74. 69. Factory Mutual Liability .. 23,544,878 | 111. 103. National, Omaha .................. 4,581,450 
35. 70. Harleysville Mutual ............ 23,525,919 | 106. 104. Pan-American _...........-...... 4,460,079 
GD. TD. LOMO ........nccsccceersreseeees 23,309,079 | 109. 105. Seaboard Finance ...... w. 4,305,475 
72. Agricultural ......... 22,721,975 | 108. 106. Camadiam ............cccseeeeeees 4,223,036 
2 - Sunehieoueath 22,245,850 | 107. 107. New Zealand ........cc0. 3,740,895 
30. 74. Security, Conn. ..... 21,683,786 | 110. 108. Sterling Offices .............00... 3,725,991 
%6. 75 





. Sun of London 21,427,505 | 113. 109. Twin States .........ccccceseees . 2,326,342 
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Build your future with... 


PHOENIX OF LONDON GROUP 


55 Fifth Avenue New York 3, N.Y, 


Phoenix Assurance Company of New York 
London Guarantee & Accident Company, Ltd. 
The Union Marine & General Insurance Company, Ltd. 





Rank In Total Premiums 
57 58 Written 
112. 110. Suburban Casualty ell 2,121,047 
114. 111. Mfrs. & Merch. Mut. «..... 1,537,813 
115. 112. Merchants _ .............0 . 1,524,332 
102. 113. Tri-State ........ aivoees indsuvens 1,327,985 
114. American Liberty. dethieaibalii 799,023 


Marion Joins Peerless 


Peerless has appointed M. J. Marion 
assistant to George J. Polisson, manager 
at Buffalo. Mr. Marion had been with 
Royal-Globe since 1946 in various cap- 
acities, including field work in upstate 
New York. 
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Pacific National Fire 
Promotes Temple, Miller 


Douglas M. Temple has been elected 
assistant secretary of Pacific National 
Fire and is appointed manager of the 
home office fidelity and surety depart- 
ment. J. Douglas Miller was named 
supervisor of bond and burglary under~ 
writing in the Pacific division. 

Mr. Temple joined Pacific National 
in 1956 and has been home office 
agency manager. Mr. Miller has been 
in the business in Los Angeles. 





Specialists 
in 
Professional 
Liability 


Coverages Ga 


For the agent who likes 
to offer professional in- 
surance service to pro- 
fessional men and wom- 

American Casualty 
offers a unique selec- 
tion of coverages. In- 
cluded among Acco's 
professional liability 
contracts are the 1I7 
policies listed at the 
left. 


These desirable special- 
ty lines are available in 


most states. 


If you’d like more information about American Casualty’s pro- 
fessional coverages—and our outstanding multiple-line port- 
folio, write, on your letterhead, to the home office agency de- 


partment, Reading, Pa. 


AMERICAN CASUALTY 


59 Branch and Service Offices Coast to Coast 


HOME OFFICE—READING, PENNSYLVANIA 
SINCE 1902 
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A % t D e «e losses. His plan for safe driving is didn’t occur costs us nothing on either parison, National Automobile Under. | as 2 
are riving not necessarily endorsed by THE Na- score. If we knew more of the an- writers Assn. rates are used for a me. } evel 

- TIONAL UNDERWRITER, but is presented swers we might find a solution. Some dium priced car, complete Coverage § behé 

Plan for Ameriea as an original means of attacking this of the answers can be found to this class 3 business use. "| and 
important problem. The series began complicated problem as the totaled fig- The cost of insuring such a car jp | doll 

A plan for creating a new means of inthe April 3 issue. ures are spelled out in automobile in- the Detroit area is— that 
achieving safety on the highways, de- surance costs. 45% of New York to f 
veloped by William P. Henderson, is Before presenting a safe driving Here are a few comparisons in in- 33% of Boston thar 
presented in this and nine succeeding plan we should examine the accident surance costs in large metropolitan 60% of Chicago P. 
issues of THE NATIONAL UNDERWRITER. injury records and some of their ef- centers which are the most critical 77% of Los Angeles deal 
Mr. Henderson is president of Hender- fects. Everyone is aware of the increas- areas. By way of comparison we will pea 


son Tire Co. of Detroit. He has become 
familiar to insurance men as the author 


ing cost of automobile insurance. Ev- 
ery individual has an expanding list 


use the county area of the named city. 
We will use the Detroit area that reg- 




















If all cars in these areas were jp. 
sured in this class at the low Detroit 


of a number of articles on auto styling of friends injured in automobile acci- isters over one million vehicles as a rate the savings would be— cc 
as it relates to insurance rating and dents. We know the accident that standard for comparison. In this com- $210,000,000 in New York Bil 
se ms 45,000,000 in Boston 
a- y 117,000,000 in Chicago J 
LEI j ‘ A ‘ 80,000,000 in Los Angeles sisti 
sy cn , Detroit’s insurance cost is probably J Ass 
~~] less than any other large city area. In if 
ae addition insurance companies operate | yy 
profitably in the Detroit area at these dea 
low rates and this is not true as a rule J ang 
in other areas. While many factors af. of 
fect the cost of insurance they are J cop 
nal ¢ ‘ mainly a direct reflection of the acci- Foyt 
. dent ratio. We do know Detroit in the y 
large city classification has the lowest ¢ jay 
death rate as well as a low accident | tio 
° sa ratio. life 
on AKO ES may not e, ut a er If we examine some of the common | ng 
factors that contribute to accidents, } oth 
Detroit’s record is even more excep- | eas 
i tional. I 
PROTECTION MUST BE MODERN! Menem crt ot mat | 
2. Alcohol consumption rates with be 
‘ ; other areas. 
Shippers expect their cargoes to be soundly protected 3. Car ownership per family is see oe 
all the way —to final destination—despite conditions. ond highest in the nation. fro 
4. Car density per square mile or 
Insurance through the MARINE OFFICE OF AMERICA gives per mile of paved roads is above aver- " 
age. 
that assurance. Not only is the coverage modern and 5. Gasoline consumption per car is | be 
i . " high, so car mileage and use is high. NA 
strong but so is the service . . . through 28 American 6 The downtown business seetian or 
offices and facilities for the settlement of claims, at the river so a tremendous daly) @ 
traffic flow must funnel through a | the 
on the scene, in practically every part of the world. semi-circle of roads to a central point | rel 
instead of a full circle as in most oth- | Th 
er areas. ma 
7. Detroit has limited rapid transit | cor 
to move people. Even the local city | a 
owned bus lines operate in the red be- pre 
cause of scarce patronage. rel 
Better roads, good traffic control and as 
above average law enforcement are y 
three factors favorable to the Detroit fit 
area. If they were the answers they for 
would be duplicated elsewhere with- ow: 
out too great a cost. But there are cal 
other unique factors favorable to acci- inc 
dent reduction and resultant lower tio 
insurance cost. ba 
Registration figures prove Detroit fu 
has twice as many new and late model er 
cars as the national average. This acts 
as an automatic car inspection, and in ar 
addition newer cars provide safer driv- a 
ing with greater vision, improved tires, in 
better brakes and more power assists. th 
Of greater importance, the state of 
Michigan and especially the city of De- = 
All Classes of Ocean and troit have for many years carried ona 
Inland Marine Insurance! consistent driver education program. 
For example the civic minded city of 
Flint has built a driver education 
range. In this area as in Detroit, one 
RIN E FFICE OF AMERICA fourth of the people build and manu- 
facture cars. Perhaps this close daily 
123 WILLIAM STREET, NEW YORK 38, N. Y. working association makes them at- 
cept these educational efforts with the 
result they may have become better 
than average drivers. 
MEMBER COMPANIES: This safe driving plan will be able 
to measure this possible plus driviné 
THE AMERICAN INSURANCE COMPANY © THE CONTINENTAL INSURANCE COMPANY °* ~ FIDELITY-PHENIX FIRE INSURANCE COMPANY skill. The conclusion arrived at from 
FIREMEN’S INSURANCE COMPANY © GLENS FALLS INSURANCE COMPANY ° THE HANOVER INSURANCE COMPANY this section is the dollar cost; the dif- 
NIAGARA Fire INSURANCE COMPANY ferential in money is the sound ap 
—OFFICES— proach to accident frequency “ 
New Yorx © CHICAGO * New ORLEANS * SAN FRANCISCO * HOUSTON * TORONTO 4 pac aed congllge ae 
Atlanta * Baltimore * Boston * Cleveland * Corpus Christi * Dallas * Detroit * Indianapolis * Jacksonville * Los Angeles * Louisville ‘ ; one 
New Haven * Philadelphia * Pittsburgh * Portland * Raleigh * Richmond * St. Louis * Seattle * Stockton * Summit * Syracuse They are too remote because every0 
feels it won’t be him. The ever I 


creasing dollar cost, far greater 
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as a tool. It is ever present affecting 
everyone and is due to poor highway 
pehavior. As this plan develops skill 
and care will be a factor measured in 
dollar cost. It is a compelling factor 
that can force implementing—because 
to Americans few things speak louder 
than dollars. 

part III of the safe driving plan, 
dealing with driver attitudes, will ap- 
pear next week. 


CCIA Notes NAIC Credit 
Bill Enjoined In N. Y. 


John F. Dobler, administrative as- 
sistant of Consumer Credit Insurance 
Assn. writes: 

In recent issues of THE NATIONAL 
UNDERWRITER, there appeared articles 
dealing with the proposed credit life 
and credit A&H insurance regulations 
of the New Jersey department which 
contained what I would like to point 
out as an erroneous statement. 

The statement was made that the 
law upon which the proposed regula- 
tion is based, the NAIC model credit 
life and credit A&H insurance bill, is 
now in effect in New York and several 
other states, which is clearly not the 
case. 

In only one other state, Michigan, is 
the NAIC model bill in effect. Admit- 
tedly, several states are considering 
proposals based on the model bill in the 
current legislative sessions; a large 
number of these vary substantially 
from the commissioners’ version. 


Quotes N. Y. Bill 


The only New York law which can 
be said to resemble even remotely the 
NAIC or New Jersey act contains a 
provision that the superintendent dis- 
approve a policy form filing “. . . if 
the premium charge is unreasonable in 
relation to the benefits provided... ” 
The NAIC model bill contains, among 
many others, a provision giving the 
commissioner the power to disapprove 
a policy form “ ... if the benefits 
provided therein are not reasonable in 
relation to the premium charge... ,” 
a significant difference. 

Although the difference in the “bene- 
fits language” as a basis for policy 
form disapproval is significant, it is 
our belief that under neither provision 
can an insurance commissioner set an 
industry-wide rate (or raise presump- 
tions of unreasonableness on such a 
basis) nor limit such industry rates 
further according to the volume of a 
creditor’s insurance in force. 

But, even if it could successfully be 
argued that either language would give 
a commissioner the power to set an 
industry-wide rate, it is apparent that 
the New Jersey “benefits language” 
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L.&L. Promotes Two 
State Agents; Has 
Mich., Ohio Changes 


Robert J. Dalrymple and Dale E. 
Willman, western Ohio and Michigan 
state agents, respectively, of London 
& Lancashire, have been appointed 
agency superintendents in the western 
department at Chicago. Mr. Dalrymple 
will devote his attention primarily to 
underwriting and production and Mr. 
Willman will concentrate on admini- 
stration. 

Walter C. Friedel, special agent in 
Minnesota and South Dakota, has been 
advanced to state agent in western 
Ohio. Simultaneously, the company is 
transferring its Columbus casualty of- 
fice to Dayton where C. C. Swanson, 
state agent, will be associated with 
Mr. Friedel. 

Perry G. Dawson, state agent, will 
continue in charge of eastern Ohio 
with offices in Canton. 

Harold McPhee will supervise Michi- 
gan operations assisted by Walter A. 
Schmuck and Albert A. Vallar. Louis 
E. Hanisko Jr. has been appointed 
special agent in the Michigan field. A 
graduate of Illinois Tech, he has been 
in the Chicago office. 


Richey Retires From 
No. America O. Post 


Lewis P. Richey is retiring as Cin- 
cinnati manager of Indemnity of North 
America after 32 years with the com- 
pany. Kenneth Desch will become man- 
ager. 

Mr. ‘Richey will continue his associa- 
tion with the company in the Ohio area 
as executive assistant with legislative 
and public relations responsibilities. 
His headquarters will be at Columbus. 

Mr. Richey was tendered a testimon- 
ial dinner at the Columbus Club on his 
retirement and was presented a silver 
bowl. Home office executives and lead- 
ing Ohio agents attended. 

Mr. Desch joined the company in 
1946. He was special agent and later 
assistant manager at Indianapolis, 
agency superintendent at the head 
office and, since 1955, associate man- 
ager at Cincinnati. 





would lend less support to that position. 
In this connection, it should be of 
interest to note that the New York 
department’s Regulation 27-A, which 
is founded on an industry-wide rate 
schedule, is currently, and has been 
since its effective date, Oct. 1, 1958, 
under injunction by the New York 
supreme court in Albany county. 


Crowell To Speak 
At Milwaukee I-Day 


Fred C. Crowell Jr., Louisville, pub- 
lisher of Insurance Field, will be guest 
speaker at the 1959 Insurance Day 
luncheon April 22 of Milwaukee Assn. 
of Insurance Agents at the Hotel As- 
tor. Among the I-Day topics for dis- 
cussion will be “The Bank-Agent 
Plan of Automobile Financing,” “Agen- 
cy Growth, Expansion, Consolidation,” 
and “Cost Control in an Agency.” 
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Md. Bill Stiffens Rules 


For Agents Qualification 

A Maryland bill revising qualifica- 
tions for licensing of agents, brokers 
and solicitors has passed the legisla- 
ture and gone to the governor, who 
has indicated he will sign it. The bill 
provides that an applicant must com- 
plete an insurance course approved by 
the commissioner or be employed by 
a company, agency or brokerage firm 
for at least one year. 
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Places domestic and foreign markets 
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The HANOVER INSURANCE COMPANY - The FULTON BESURANCE COMPANY 

































SELL 
THE 
WHOLE 
ACCOUNT 


WITH THE TRAVELERS PAY-BY-THE-MONTH PLAN FOR BUSINESS 


Here’s a pioneering plan that will help you 
ring up greater premium volume on each busi- 
ness account. 

Through The Travelers Business Insurance 
Plan your prospects and clients can pay for all 
their business insurance with one check a 
month. No more big lump-sum payments that 
squeeze capital, often when it’s needed most. 

They enjoy the convenience and economy of 
dealing with just one agent and one company, 
for all their business insurance — property, lia- 
bility, income. No more piecemeal handling that 
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can result in expensive gaps or costly overlaps in 
coverage. And by budgeting insurance on a 


monthly schedule businessmen can now afford . 


the complete protection they’ve always needed. 

Multiply your sales and commissions with 
The Travelers Pay-By-The-Month Plan for 
Business. You’ll find the plan cuts red tape, 
meets competition on all fronts, and saves ex- 
pense dollars in operating your office. 

Call or write our Manager in the Branch Of- 
fice nearest you. Ask for the Business Insurance 
Kit. It gives complete details. 


> THE TRAVELERS 


INSURANCE COMPANIES, HARTFORD 15, CONNECTICUT 


All forms of personal and business insurance including 


Life » Accident «+ Group « Fire « Marine « Automobile «+ Casualty « Bonds 
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